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Reciprocity Is Always the Basis of Good Business 
Oscar P. W odack 
Six Definite Things That All Workers Want 
James H. Collins 
How National Unemployment May Be Abolished 
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A New “Genuine Detroit”’ 
Product 


Here is a new Detroit Force Feed Oiler, which 
provides automatic, positive and dependable lubri- 
cation for all types of steam engines, gas engines, 
pumps and air compressors. 

Direct drive, exact oil delivery, accurate regu- 
lations, simple mechanism, positive adjustment, 
better sight feed and convenient flushing device 
are some of the distinctive features incorporated 
in its design. 

The Model JTS is a standardized product, made 
in one feed and furnished complete with neces- 
sary fittings for easy and substantial lubrication. 

It is a ready seller and profitably carried in 
stock by jobbers and dealers in Mill Supplies. 
Write for our Special Dealer’s Prices. 


DETROIT LUBRICATOR COMPANY! 
DETROIT.U.S.A.. 





























Design 
Material 
Workmanship 
Finish 
Reputation 
Service 


Sell 
Themselves 





SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 
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Planing mill belts that have 
been 1 in active service for 
seventeen years and are still 
in good condition. 


The Los Angeles Planing Mill, of Los Angeles, 
was rebuilt in 1904, after a fire, and was equipped 
thruout with Chicago Belting. 





More than four-fifths of the entire mill equip- 
ment of belts have been in active service for seventeen 


years and according to Mr. P. 5. McDonald, owner, 


are still good for several m more years of service. 





This 18-inch Chicago Sea Lion The actual dollars and cents economy resulting After seventeen years of satis- 
a me thle alk eee aoe aoe from the use of Chicago Belting 1 in planing mills is not factory service, the original 8- 
present plant was built, seven- a matter of conjecture but is proven by authentic ac- anche Coens Tie. Sten Sete anit 
teen years ago. It serves the d d ry drives this 50-inch Mershon 
important function of being the curate records of service rendere band resaw thru the heaviest 
connecting link between two 


: cuts. It is a hard drive, being 
long line shafts, one on the 


first floor and one on the sec- 4 vertical, but the belt is still in 
ond floor. It has never given icago 4 r ing, om pany, good condition. It is tensioned 


any trouble and has been taken 





by a tightener and runs slack 
° . N Yor a i 
id but two or three times in all Bostow lanulacturers of Leather Belting = when the saw is not in motion. 
its years of service. PITTSBURG 119 NorrH GREEN STREET Preeti 

CLEVELAND WD. 
‘Chicago Belting lasts longest” MILWAUKEE CHICAGO, US.A. Pssst nya “Chicago Belting lasts longest”’ 
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—three good reasons exist 


for factories and industrial plants to 
use Capital Brushes and Brooms. They are— 


—economy. Capital Brushes and Brooms 
last longer; therefore cost less. 


—efficiency. Capital Brushes and Brooms are built for 
service, of better materials, and do their work excellently, 
quickly, and thoroughly. 


—utility. There’s a Capital Brush and Broom for practically 


every need. Catalog 17 shows the wide selection. Send for it. 


Indianapolis Brush & Broom Mfg. Co. 


30 Brush Street 
Indianapolis Indiana 


CAPITAL Brustes Brooms 
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“SATISFIED” 


That Is What You Will Say After Trying 


~ C.D. RAILROAD UNIONS 


The Unions With the Brass Valve Seated Disc 


NO GASKETS REQUIRED 
DURABLE, ECONOMICAL AND SAFE 


ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


S$ Manufacturers of a Complete Line of MALLEABLE AND 
Sate 66 Meee Petteen ale CAST IRON PIPE FITTINGS Write for Catalogue 

























“DELTAFILES sari 
Xorile Insurance 






The Highest 
Grade File Made 


“‘The File You Will Eventually Use’’ 





DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 














economy W. O. Davey & Sons page ny: Scr 
Friction Board and Oakum 


of time-tested, time-proven 
70 Years QUALITY are back of 
every piece of goods bearing the DAVEY stamp 






Davey’s 
guarantee 
means 
satisfaction 
or your 
money 


back. 





You are assured you are giving your customers the BEST when you sell them DAVEY’S 
goods. You protect yourself, at the same time, against “kicks” and “‘sore,”’ dissatisfied trade. 
Try us with a sample order—your others will follow. 


W.O. DAVEY & SONS, 164 Laidlaw Ave., Jersey City, N. J. 


LEIGH H. DAVEY, President E. S. DAVEY, Secretary Wm. O. DAVEY, Treasurer 
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“BRUTE” 


Trailer 


Here’s a trailer built to sell on a ton- 
mile-cost basis, rather than on price. It 
is designed and built as a trailer should 
be—for long, hard service without 
break-down and loss of time. You can 
sell the “Brute” as a real cost-cutter— 
and be sure that it will stay sold. 
Capacity, 3 tons; all metal (except 
the floor) with heavy pressed steel 


frame and roller bearing wheels 
and casters: can be used as a lift 
truck with standard tractors. It 


weighs less than any wood trailer 
of equal capacity—and less than 
most fabricated trailers, too. 
Let us send you prices and 
specifications on the 
“Brute” Trailer and on 
the new Sharon “Blue- 
nose” All Metal 
Hand Truck. 


SIUPPILUES 






















SHARON PRESSED STEEL CO. 


MAIN OFFICE AND WORKS, SHARON, PENNA. 











A big field—and 


no competition— 





HE “Toledo” Portable 

Power Drive for operat- 

ing geared pipe thread- 
ing devices and cutters is a 
new and remarkable machine 
that stands absolutely in a 
field by itself. Nothing like it. 
Rotates tools five times faster 
than by hand. Used instead of 
ratchet handle. Attaches and 
detaches just the same and just as 
quickly. Portable. Can be moved 
anywhere and used where proper 
current is wired. There is acute need 
for this time-saving Electric Drive 
wherever geared pipe tools are used. 
Its sales possibilities are enormous. 
Over a thousand now in use. One 
concern using seventeen Drives. 
There is a big demand right in your 
own territory. Send for full par- 
ticulars. 








The Toledo Pipe Threading Machine Co. 
Toledo, Ohio 


New York Office: 50 Church St., New York City 
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“Hercules Collar Oil- 
ing” Hangers are with- 
out exception the heaviest 
and strongest of the type 
on the market today, and 
stand as the peer of all 
others. Their quality and 
price cannot but appeal to 
those users of Shafting 
Appurtenances desiring 
the best in the Hanger 
line. 


Hercules 
Collar Oiling 


Hangers 


DOUBLE BRACED 
FOUR-WAY 
ADJUSTABLE 


Hercules Collar Oiling Boxes 

The Hercules Collar Oiling Bearings, in- 
stead of depending upon a wick, loose rings 
1 chains for conveying oil to the journal, 
fixed collars are employed. 

Oil stored in large reservoirs in the bot- 
tom of bearing is continuously and pos- 
itively elevated to the top reservoirs by the 
means of Split Collars clamped to the Shaft. 
From the upper reservoirs it flows by gravity over the entire bearing surface. 
The bottom reservoirs are provided with partitions, which insure settlement of 
any dirt or grit, and the oil can be drained off by removal of screw plugs. 

Three or four revolutions of the Shaft and the Bearings are flooded With cther 
types of line shaft bearings it is necessary for the shaft to be in operation for some 
length of time before enough oil is conveyed to the journal to lubricate it. 

It is not only by the positive and copious means of oiling that the Collar Oiling Bearings 
gain in efficiency, for the Collars also serve as thrust collars and operate in a bath of oil 









































and thrust against babbitted seats. 

As long as any oil remains in reservoir or oil chamber (one filling of which should 
admit of Shaft running from six to twelve months), there is absolutely no possibility 
of insufficient lubrication. P 

Write for Complete Catalogue 110 
. . 
VALLEY IRON WORKS, Williamsport, Pa. 
When writing to Advertisers please mention Mitt Suppries 
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Turned and 
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and true to elz ze, 


Pol it 
t Produced in our own 
miil oy the ren known Medart 


rly adapted for 
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Male and Female Fiange Coup- 
on shaft ends 


ling. Pressed 


and faced to insure accurate 
alignment 








Double-brace, Ring 
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eavy, strong, self- 
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Steel rim Split Pulley. The 
original stee! plate face pulley 





| 































day in October, 1879, when 
William and Philip Medart 
' gave to American industry 
the first steel-plate face pulley ever 
built, the Medart line was extended 


until it embraced everything required in 
the mechanical transmission of power. 


| TEADILY, surely, since that 





Shafting, couplings, bearings, drop and 
pest hangers, pulleys of all kinds, friction 
clutches, belt tighteners, rope drives, gear- 
ing, sprockets—in short, everything in 
line shafting equipment—is produced by 
Medart. 


The same excellence built into the first 
Medart pulley has served as the standard 
up to which every Medart product has 
been built, and this high standard forms 
the only basis on which we ask that a 
Medart product be judged. 


Our Engineering Department will prompt- 
ly submit estimates on your specifications, 
without obligation on your part. 


Medart Patent Pulley Company 
General Offices and Works 
St. Louis, U.S.A. 


Office and Warehouse 
Cincinnati 
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Cast- 3 Pulley. 


from 


and al to "60-in. fac 





Sizes range 
- to 160- = diame ter, 










order, 


Offices 
Chicago end Philedeiphia 


Wood Split Pulley. You can get 
them from stock the day you 
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V-groove Friction Clutch, with 
steel-rim pulley attached to 
removable, extended sleeve. 

More than 60, 000 in use 
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Mitre Gearing. Whatever your 
needs, we can supply the: os 
Gears cut up to 72-in. dial 
eter 





ightener. One of six 
fatont types in our line of 
ck-absorbers." 





















































“Hercules” All- — Pulley. 
The last word in ulley 
strength Withstands any 
strain 





















































When 


writing 


to 


Advertisers plea 


S€ 


mention 


Mitt Supp vies. 




















Sold exclusively thru 
jobbers and dealers 


© 


THERE IS BUT ONE 


o@ 


“TZ WOOD SPLIT 
Wild PULLEY 


That one is the old-time, original wood 
split pulley with arms edgewise to the 
strain, every pulley made entirely of hard- 
wood, rim segments glued and doubly 
nailed, arms built into alternate layers of 
the rim and made so eternally strong and 
true that it is practically everlasting and 
indestructible. 


“The Reeves” Wood Split Pulley is so 
good, so efficient, so satisfactory to users 
and so much in demand that there are imi- 
tations galore—but “The Reeves” is not 
and can not be duplicated outside “The 
Reeves” factory. 

As protection to yourself and your cus- 
tomers see that the pulleys you handle are 
stamped with “The Reeves” trademark and 
name. 


REEVES PULLEY CO., 


Columbus, Indiana 


Chicago Branch, 
Corner Clinton and Monroe Sts. 














CALDWELL 
Service 


Half a million dollars’ 
worth of well selected 
stock, constantly main- 
tained, and an organiza- 
tion keyed up to the 
theory that plant eff- 
ciency is measured by the 
number of orders shipped 
on the day of receipt, ac- 
counts for Caldwell serv- 
ice. Let us figure on your 
requirements. 


H. W. CALDWELL & SON CO. 


LINK-BELT COMPANY, OWNER 
CHICAGO, 17th Street and Western Avenue 


DALLAS, TEXAS, 709 Main Street 








NEW YORK, 50 Church Street 


PAPAS TS 
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American Injector Co. 
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Get Our Prices 


Before Putting in 
Your Stock Order 


HNIUUUUHLUUULAULLUUOUTUUULE HELLA 


Engineers’ 
Red Book 
Free for 
Asking 
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Staff a Part 


of Your 
Organization! 





Matt OUR Engineering Department YOUR engineering department. 


Allow us to help you—and ourselves—by helping YOUR customers solve 
their transmission difficulties. 


Each succeeding month sees additions to the ranks of the farsighted deal- 
ers who are increasing their profits by taking advantage of 


LINE 





QO CO. 


and our co-operative engineering service. 


For 64 years our attention has been concentrated upon the development 


and production of power transmission appliances to meet every condition of 
usage. 





The wide range of types now available—both as to material and design— 
allows our dealers to successfully take care of any situation which may arise. 


' 


T. B. WOOD’S SONS CO. 


Br INVITATION 
MEMBER OF 


BASE PLATES 








SH Ar Fy Tee 
FLOOR STANDS COUPLINGS 
PILLOW BLOCKS SET COLLARS 
WALL BRACKETS PULLETS 
ROPE sintageatved HANGERS 
BELT: ae FRIcTIO x# 
TIGHTENERS CLUTCHES 





NEW YORK.U.SA 


a — : ; , 2027 
Manufacturers of Power Transmitting Machinery exclusively and continuously since 185; 


: | CHAMBERSBURG, PENN 
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Sa The Right Snip 


SAMSON 


Whether you are right handed or 
left handed, whether the job is difh- 
cult scroll or circular work or ordi- 
nary straight work, you will find just 
the right snip in the extensive 
PEXTO line, which consists of 
twenty-five styles with different sizes 
of each style. 


PEXTO SNIPS have been famous 
since 1819 because of quality ma- 
terial and expert workmanship. 





For the tinsmith, mechanic, auto- 
mobilist, or for farm and home use. 


When buying tools look for the 
PEXTO mark. 


WORTH WHILE TOOLS 
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O-B DISC VALVES 


Although one of the younger members of 
the O-B family, O-B Disc Valves are just as re- 
liable and unyielding to heavy strains as the 
others. 


The reason is because the O-B Disc Valve 
incorporates all the good points learned thru 
years of experience. They are made under the 
same supervision, the same tough metal is 
used, and the monogram, an emblem of 
quality, is on them, too. 
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50 Church Street, 
New York 


San Francisco 


The Ohio Brass Company 


Mansfield, Ohio 


710 Witherspoon Bldg. 
Philadelphia 


343 S. Dearborn St. 
Chicago 


WM. P. HORN & CO., Pacific Coast Agents 


Portland — Los Angeles —— Seattle 











MYERS tttibozen 




















The man who has had experience in the care and 
operation of power pumps is quick to realize the 
positive oiling system, the covered working parts, 
the extra large valves, improved method of power 
application and other late features of MYERS 
SELF-OILING BULLDOZER POWER PUMPS 
mean in the way of better pumping service, while 


The man who is purchasing his first power pump is easily 
convinced these same features will surely mean much to him 
in economical and dependable service when comparison is made 
between the old and this modern Myers Pump. 

Your sales field reaches out to all classes of prospects. 
Make them successful and profitable with MYERS-OILING 
BULLDOZER POWER PUMPS—the general service pumps 


tor home, farm or factory. 


Literature and prices to the trade 


The F. E. Mvers & Bro. Co. 


Ashland, Ohio 








FORBES. 


ir THREADS PIPE ACCURATELY | 








Points of Advantage 


In the Forbes Pipe Cutting and Threading 
Machines 


. Hand, belt or motor drive. 


N 


. Large range of sizes on 
each machine. 

3. Machines so geared that 
one man can thread a 16” 
pipe by hand. 

4. Pipe is held _ stationary. 
The dies revolve. 

5. Broken dies can be re- 
placed. 

6. Threads bends and assem- 
bled pipes. 

7. No extra vise needed. 

8. Oil pump attached — a!so 


strainer which separates oil 
from chips. 





9. Automatic cutting-off  at- 
tachment cuts square, with- 
out burrs. 


Sold throuch supply 

dealers. Ask for cat 

10. Every Forbes machine is alog and other inter 
portable—can be carried to esting threading liter 
the job. ature. 


CURTIS & CURTIS CO. 


354 Garden Street Bridgeport, Conn. 
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THE HOLLOW CENTER PACKING 


BACKS THE JOBBER 
with 50% profit 


Every box of Ovalhole Hollow Center 
Packing sold by the jobber means 50% 
profit on his investment and repeat orders. 


Stimulate your packing business and make your 
packing department pay big returns by selling 
Ovalhole as a leader. Give your salesmen a pack- 
ing to sell that will show you a good margin of 
profit and stay sold. 


Ovalhole Packing is already sold by 125 jobbers 
from Coast to Coast. If you are not already han- 
dling it, write us today. 


We will be glad to send you a supply 
of these little red stickers on request. 


THE HOLLOW CENTER PACKING Co. 


J]276 West THIRD STREET 
CLEVELAND,OHIO. 


Canadian Office, 50 Lake St., Toronto. 
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It Costs No More to Buy 
Ferry Heat Treated Screws 


Think of it—you pay no more for Ferry Heat Treated Cap 
Screws than you do for ordinary screws. Then why ex- 
periment with Upset Screws that are not heat treated. 


© 
> 


Ferry Heat Treated Screws are not an experiment—they 
have been giving dependable service for years to those dis- 
criminating buyers of cap screws, who demand the best in 
whatever they buy. 


ARS 
Ns 
4a 


Send for the Ferry Ideal Cap Screw—compare its features 


with other makes and see if you are getting the quality you 
pay for. 


“If it's upset, it must be heat treated” 


The Ferry Cap & Set Screw Co., Cleveland, Ohio 





PROCESS SCREWS 








When writing to Advertisers please mention MtLtt Supp ies 13 











KXULL QUPPLIES 
" PIONEER 99 
STEEL SHAFT HANGER 
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Patented 


THE ‘“‘PIONEER”, as its name indicates, was the first successful 
steel shaft hanger ever made. 


Having graduated from the school of experience, the 
“PIONEER” of today is perfect—hence its wonderful success as 
testified to by several competitors recently following our lead. 


Stock the “PIONEER”’, the original, the genuine steel hanger. 


Standard Pressed Steel Co. 


Jenkintown, Pa. 
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REG. NO. 134,489 
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Goodsell’s ‘98’? Stitched 


Hydraulic Pump Packing G enuine Goodsell’s ‘Dollar’ Packing 
For Inside Packed Pistons 





For all purposes where Packings are Used. 


Goodsell Packings 


FOR SALE 





By Jobbers In ~~ 2 
Principal Cities [ Goodsell’s Polar Ammonia Packing 
Goodsell’s Rubber-Back Flax : TRADE MARK REG. NO. 17554 PATENTED NOVEMBER 7, 1916 


A—Solid Rubber 
3— Braided Cotton 








ate 
LS RUBBER -BACK Ee 





For Moderate Steam, Water, Air, etc. 


GOODSELL PACKING CO., Inc. 


MAYWOOD, ILLINOIS SUBURB OF CHICAGO 
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Sound selling ts built on insuring repeat sales 


In selling a “Bull-Dog” 


you can promise 


(1) Clean cut threads 
accurately repeated 
indefinitely. 


(2) Tight-fitting joints. 


(3) Dies decidedly above 
average in cutting 
endurance, 

(4) A control so simple 
and positive that it 
requires no previous 
experience to operate 
it. 


and you can show 
your prospects 


(a) Eleven tools from 
which to select the 
right-size combina- 
tion. 

(b) Each tool threading 
4 to 8 sizes. 

(c) Each size-range 
offered in plain or 
ratchet types. 





POCSHING inferior merchandise is like pouring 
water through a sieve. 


Unless a sale so satisfies a customer that he 
voluntarily comes back to you, the high cost of 
one-time selling eats up the profit. 


Oster Bull-Dog Die-Stocks are built to be 
enough better than other stocks and dies that a 
supply-house can steadily build up a more and 
more profitable volume on the basis of repeat orders. 


For more than twenty-five years this company has 
refused to take up side-issues, preferring to concen- 
trate and specialize in perfecting the best threading, 
not only in the United States, but in the world. 


The wisdom of this policy is reflected in the sales 
made by supply-houses today. 


THE OSTER MANUFACTURING COMPANY 
CLEVELAND, OHIO 


Manufacturers of hand die-stocks, light hand machines, belt and motor 
driven threading machines—47 specialized tools for all types of use 
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Adam Cook \ 
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Mr. Dealer! 


Opportunity is knocking 
at YOUR door 


LBANY Grease and Cook’s Lubri- 
cating Products are more firmly 
entrenched today than ever. 


Their quality has been maintained and 
the company is directing its energies 
to building up a desirable trade for vou, 
by means of a vigorous advertising 
campaign and is prepared to help you 
by supplying good dealer assists. 


Take advantage of the opportunity. 
Send for the booklet shown above— 
it tells all about the Company’s sell- 
— ing and advertising 
plans and is a Step 
towards larger busi- 
ness. 


Adam Cook’s Sons 























We could not 
improve our belts— 
so we improved 
our service 


Heretofore all shipments of 
Carton Beltings have been 
made from our factory in Bos- 
ton. To facilitate deliveries to > 
our distributors west of Buf- 
falo, we have opened a fully 
stocked warehouse at 1965 
West Pershing Road, Chicago, 
from which deliveries will be 
made promptly. Orders may 
be sent direct to the Chicago 
address. 


Five Brands— 

a complete line 
of Fabric Belting 
for Dealers 


Distributors of Carton Beltings 
have the advantage of five dis- 
tinct types of belts, each a high 
grade belt made for a special 
purpose. Not one is a compe- 
tition belt. They are 


AZAK solid fabric. The highest quality of 
woven belting. 

CARTON Canvas. A 23-year old belt and 
going stronger every year. 
CARZAK—a black belt, adapted specially for 

elevating and conveying service. 
WILTRAC endless tractor belt. Every trac- 
tor buyer a prospect. Made flexible 
to run over small pulleys. 
CARTON thresher, retains its flexibility. 


Greatly desired by threshermen On 
the market over 20 years. 


Write for details of our 
Protected Agency Proposition 











A MARK CARTON BELTING COMPANY 
Known an espect- e 
ed around the World 708 Washington St. ESTABLISHED 1699 = 
since 1868 for fair 52 Everett St., Allston District, 
bios ., quality New York 
yrodauct anc an un- 
Gaualiod tarvies BOSTON, MASS. 
C-101 
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NATIONAL STANDARD SIZE 





-and - 


What Stands Back of It 


A modern 16-story, 


Sixty-four years’ ex- 
fire-proof building. 


perience in present- 
ing the printed word 
in attractive form. 


Skilled men who 
know the correct 
thing to do and how 
to do it. 


An up-to-date effi- 
cient organization. 


The latest in com- 
posing room equip- 
ment. 


The largest and fast- 
est presses of their 
class especially de- 
signed to take care 
of all kinds of catalog 
printing. 


A trade catalog com- 
piling department 
under the adminis- 
tration of practical 


‘ trade catalog men. 
Knowledge of the 6 


printing craft and its 
relation to modern 
merchandizing. 


An advisory staff of 
supply men who will 
; give skilled and expert 

fii es advice on any point 
ti > ad affecting trade cata- 
% logs to any jobber in 
Hardware, Mill, Elec- 
trical, Plumbing or 
Automobile Supplies. 


SERVICE! 


The art of commer- 


cial book binding at “Tie Tm i iii 


its highest. , ‘ 


Standardization of 
methods and elimi- 
nation of waste. 


SERVICE! 





THE HALLENBECK BUILDING 


The best size for Trade Catalogs, considered from an economical view- 
point, is the National Standard Size, 7'2x10% inch trimmed page size 


You will do us a service by advising if we may be of service to you 


Wynkoop Hallenbeck Crawford Co. 


Printers—Trade Catalog Publishers-—Binders 


80 Lafayette Street New York, N. Y. 
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You’re Wanted on the Phone 


It’s the Jones Mill, one of your big customers. Superintendent talk- 
ing. What’s he going to give you, an order—or something else. 


All depends— 


If you're selling him Goodrich “Commander” Transmission Belt, 
most likely he’s got a “repeat” for “Commander.” For here’s what 
distributors get when they sell “Commander”— 


(From a large Southern lumber company) 

“During the last three or four years we have used a large quantity of your 
Commander Belt at our various mills. The service we have derived has been so 
eminently satisfactory that we are now using it on many drives where leather 
belting was formerly employed. We've never had to make a complaint and that’s 


the best recommendation one could give. We consider this belt, as its name 
implies, a leader among rubber belts.” 


And it brings you something else— PROFIT. 


THE B. F. GOODRICH RUBBER COMPANY, AKRON, OHIO 
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Hart Oil Pump installed on engine in the plant of Hooven, Owens, 


Rentschler Co., of Hamilton, Ohio. manufacturers of Hamilton engines 


Make the Hart Oll 
Pump Your Leader 


The Hart Oil Pump makes satisfied customers. 
It keeps engineers sold. It helps to create con- 
fidence in the other products sold by jobbers 
handling the Hart Pump—and particularly the 
Sherwood Engineering Specialties. 


With the Sherwood Manufacturing Company 
offering business-getting sales and advertising 
co-operation to jobbers, the Sherwood line is 
an especially valuable asset under present 
conditions. 


If you have not received complete information 
as to the manner in which we are aiding 
jobbers to build up their business, we will 
gladly send you facts and figures. 


Write for complete information 
regarding our dealer proposition 


SHERWOOD MANUFACTURING COMPANY 
BRASS FOUNDERS AND FINISHERS 
Sole Manufacturers of Sherwood Engineering Specialties 


BUFFALO, N. Y. 


(26) 























Have you receiveda 
copy of the Sherwood 
Book ? It is well worth 
reading. It describes all 
Sherwood products in- 
cluding injectors, eject- 
ors, oilpumps, flue 
cleaners—acompleteline 
of power plant equip- 
ment ranging from fusi- 
ble plugs to grease cups. 


Write your name and ad- 
dress on the margin of 
this page. Forward :t to 
us, and we will send the 
Sherwood Book to you 
by return mail. 
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The Reconized Standard 
of Wrought Pipe 


for power, refrigerating, and manu- 
facturing plants; railway, waterworks, 
shipbuilding, mining, oil and gas 
industries; large buildings, pipe lines, 
and numerous oiher important pur- 
poses. Ask for ‘‘NATIONAL”’ Bulletin 
No. 27—Uses of ‘“‘NATIONAL’’ Pipe 
of interest to all users 

of wrought pipe. 
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Remember! There isa 


"NATIONAL PIPE 


For Every Wrought Tubular Purpose 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


General Sales Offices: Frick Building 
DISTRICT SALES OFFICES 
Atlanta Boston Chicago Denver Detroit New Orleans New York Salt LakeCity Philadelphia Pittsburgh St.Louis St. Paul 
PACIFIC COAST REPRESENTATIVES: U.S. Steel Products Co. San Francisco Los Angeles Portland Seattle 
EXPORT REPRESENTATIVES: U.S. Steel Products Co. New York City 
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The Alexander Belt — built with 
tight lines down both edges — binds 
the belt over the crown and grips the 
rim with such bull-dog tenacity that 
pulley slippage and power waste are 
reduced to a minimum. 





tue ALEXANDER BROTHERS 
THE HIGH MARK PHILADELPHIA 
ON LEATHER 


New York Chicago Greensboro Greenville 

















Many Pulleys Bring Their Manufacturers 
More Profit. Few Bring Their Distributors 
as Much Assurance of Absolute Customer 


Limestone 
Pulleys 


The Ohio Valley Pulley Works 


Incorporated 


MAYSVILLE, KY., U. S. A. 
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THE THREATENED RAILWAY STRIKE 
[This article was written and put in type October 27.] 

With the country threatened with a strike of 
unionized railway workers, with the avowed in- 
tention of paralyzing transportation and compell- 
ing the executives of 200,000 miles of trackage tu 
beg for merey, it is difficult for the public to ren- 
der a fair verdict on the basic issue. Union labor 
has grown arrogant during the past few years, 
and the people are weary of it. 

It is unfortunate for organized labor that the 
life and death struggle is to come, if come it does, 
on lines that vitally affect all the people, and will 
fuse them into a solid mass against the strikers. 
There are sixteen unions that may be drawn into 
the fight, the five big brotherhoods covering actual 
train service and eleven so-called ‘‘standard’’ 
unions. 

The strikes have been called by the big five, 
ostensibly in protest over the 12% percent wage 
reduction made by the United States labor board 
on July 1, 1921. It is in reality to prevent a 


further threatened wage cut of 10 percent, which 
the railway executives will ask for, and the alter- 
ation of existing working conditions. Ten of the 
eleven standard unions have refused to join the 
big five in the strike, deciding ‘to wait for the 
decision of the United States labor board on 
working rules and conditions, while one of the 
‘*standard’’ unions has decided to trail along with 
the big five. The labor board summoned the big 
five leaders and the executives of the railways to 
appear before it in Chicago, but nothing has been 
accomplished. 

There are said to be 2,000,000 men in the six- 
teen organizations, with but 475,000 in the six 
voting to strike. The plan is to make the paralysis 
of transportation progressive. On October 22 the 
trainmen on a single Texas line were called out. 
Some passenger and mail trains moved on that 
day and since. Freight is moving slowly. On 
October 350 the plan is to tie up 73,000 miles of 
trackage on 16 roads. Workers on other lines 
will be called out in three groups, one group each 
succeeding 24 or 48 hours. The tieup is expected 
to be complete by November 2 on 200,000 miles of 
trackage. 

Labor leaders declare the strikes will constitute 
a life and death struggle for union labor. It 
looks like it, and the answer is up to 110,000,000 
people, including our representatives in Washing- 
ton and elsewhere. 


The seriousness of the situation cannot be 
ignored, The plans of the big five, if successful, 


would wreck the financial, commercial and indus- 
trial United States, but Postmaster General Hays 
declares mail trains will move; the governors of 
several states have announced their determina- 
tion to keep rail traffic from congesting, and At- 
torney General Daugherty is said to be planning 
drastie action against the union chiefs. A tieup 
of rail transportation is unthinkable and impos- 
sible. In the big cities the pangs of hunger and 
the horrors of cold would be quickly felt, with 
prices of food and fuel soaring beyond the reach 
of the poor and those in so-called ordinary cir- 
cumstances. Then chaos. 

That means that the strikes will fail. The peo- 
ple as a mass will smash the strike and the strik- 
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ers as soon as their discomfort becomes acute, if 
the national and state governments do not act 
promptly and effectively. A few hundred thou- 
sand people cannot and will not be permitted to 
rule the United States. 

It might occur to the common people that if 
we are going to have a smashing time created 
by a relatively few workers, that the time might 
he propitious for a general cleanup. The own- 
ers and directors of something like three hundred 
thousand manufacturing plants might close to 
help the good work along. We might all strike 
for instance, to show the boys what a real strike 
would feel like. This is not a suggestion—just a 
thought of what might oceur some day if we, the 
common people, were crowded too far. 

During the past few vears organized labor has 


grown peevish and truculent, the result of being 


eorged with high wages and too great success 
in dictating hours and shop and factory rules gen- 
erally. There are other labor profiteers, natural- 
lv, including the building construction and ailied 
printing trades, but they never make the issue a 
national one, and therefore do not threaten to 
wreck the country. 

If Messrs. Gompers, Jewell & Co. could have 
their dreams come true, 110,000,000 people would 
have to bow few hundred thousand. 
Can they make their dreams come true?) They 
cannot, not on vour life! If pussy-footers do not 
compromise this matter against the peace and 
well-heing of nearly all our people, this proposed 
revolt will be smashed as flat as a sheet of paper, 
and quickly. There are more than enough — idle 
men in this country who have had train expe- 
rience, to take the place of the strikers, even if 
they all walked out, and nearly as many more 
who could in a few days or weeks fill their posi- 
tions acceptably and with safety, especially if 
the strikers could be foreed to forego their usual 
destructive tactics. 


down to a 


Meanwhile the railways declare they cannot pay 
present wages and stand the transportation cuts 
demanded by the public. Regardless of this, the 
Interstate Commerce Commission on October 22 
reduced freight rates on grain and hay in the 
western, mountain and Pacifie rate groups to an 
extent that will reduce revenues not less than 
$39,000,000. The United States labor board an- 
nounces it will not consider further wage redue- 
tions or changes in working rules until all other 
inatters in dispute are settled. A proclamation 
by President Harding on the attitude of the gov- 
ernment is expected if the strike is not called off 
hefore Sunday. 





HOW THE BOAT [S BEING ROCKED. 
There is a lot of loose talk these days regarding 
the lack of construction in this country and its 
effect on general business, but few have informa- 
tion on which to base their statements and eon- 
elusions. The United States Chamber of Com- 


merece not long ago reported that the construe- 
tion industries represented, in round numbers, 27 
percent of our national wealth of $288,000,000,000. 
Kleven million persons, either as workers or as 
members of workers’ families, derive their living 
from construction, and annually spend $5,000,- 
000,000. In 1914 there were in this country 
approximately 276,000 factories, employing 10,- 
658,000 workers, whose annual pay exceeded 
$5,368,000,000. As stated, the construction indus- 
tries represented 27 percent of all these stagger- 
ing totals. This payroll money found its way into 
every feeder in our industrial and commercial life. 

The great war halted construction; our ener- 
gies were all directed toward winning the war. 
The war was won, and no one regrets the price 
we paid, but reconstruction has been slow, and too 
large a proportion of our people are refusing to 
do their part in helping us regain solid ground. 
All industrial lines are crippled, and for many 
reasons, but the principal cause is the lack of 
construction. It is estimated that 25 percent of 
all the freight transported by the railroads is 
construction materials. 

There has recently been a marked improvement 
in the number of loaded cars moving, and therein 
lies the story of the recent change for the better 
in business. In the days of business health there 
were approximately one million loaded cars mov- 
ing weekly. When business was at its lowest ebb, 
not long ago, the number fell to 650,000 cars. The 
improvement has been slow but sure, until 873,000 
ears were loaded during the week ending Sep- 
tember 24. Call the movement 87 percent of nor 
mal, and vou have a real reason for feeling more 
cheerful. 

The trouble is that the buyers’ strike is still on. 
States, municipalities and counties will not pay 
the peak price for either buildings or roads, and 
both labor and manufacturers of building mate- 
rials will not reduce prices sufficiently to make 
improvements possible. The railways need en- 
gines, cars, new machinery and tools, and should 
improve roadbeds and build new roundhouses and 
repair shops, but refuse on account of excessive 
costs. Investors refuse to build office buildings, 
apartment buildings and homes for the 
reason. 

Labor is much to blame, stubbornly refusing to 
accept reductions wherever strongly intrenched. 
One trouble is that what the union man receives 
in his envelope, and what is left for himself and 
his family after paying union dues and strike 
henefits, is entirely a different thing. The public 
thinks always of the union man’s gross income, 
but he is always confronted by his net. In 1919 
the American Federation of Labor reported 
33,802 local unions, with 572 department councils, 
81 city central bodies and 884 local trade and fed- 
eral unions, and hundreds of other affiliated 
bodies, the total exceeding 36,000. Imagine the 
cost of rent, stationery and salaried men to main- 
tain these hodies, and then realize what a burden 
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union men have to carry. Sum it up in dollars, 
and then multiply by five to get the total burden 
on commerce and industry as a result of graft by 
union business agents, crooked manufacturers, 
contractors and building material jobbers. State 
investigating bodies and grand juries are doing 
something to clean up the dirty mess, but it’s a 
slow process at best. 

Meanwhile we are agitated by the vast number 
of idle men in the United States, and President 
Harding and Secretary Hloover have the best 
brains in the country engaged in trying to work 
out plans that will result in their employment. 
No definite figures are obtainable as to the number 
of men walking the streets who could obtain a 
living wage, as against the peak price demanded, 
but the total would be huge. Everyone knows the 
primary answer to the question of ** How shall we 
decrease the number of unemployed?’? Employ 
them, of course. Build everything needed, and 
repair everything in need of it. The vital ques- 
tion is how to induce those controlling money to 
go into construction enterprises that under pres- 
ent conditions will cost more when completed than 
they are worth. It cannot be done as far as indi- 
viduals and corporations are coneerned. The 
national government may do just that, as may 
states, municipalities, counties and townships, but 
such movements are palliative, not curative, and 
after the effect of this stimulant has worn off the 
patient is worse off than he was before. A 
marked reduction in all costs—manufacturing, 
distributing and retail—is the only answer, and 
labor must do its share. 





WELCOME THE SALESMAN 

If there’s anyone who is going to do his share 
and more to bring business back to a sound basis 
it’s the salesman. Not the pencil-sharpening price- 
shaver, hireling of the cut-throat manufacturer, 
nor the now almost extinet order-taker, but the 
real honest-to-goodness business-building go-get- 
ter. To such a one send out your ‘‘at home’’ 
ecards, write the word ‘*Weleome’’ on your door 
mat, and if necessary drip a trail of honey to 
your desk. 

Begin at your first line trenches, or better, your 
outposts; tell the man or woman at the informa- 
tion desk that the man with the sample case has 
become a rare bird—-that you are personally inter- 
ested in the species—that if such should flutter 
in you want to see him. 

Why does the stenographer or information 
clerk in the front office take it upon herself to 
decide what her employer wants to buy? Is the 
average executive so all-fired busy these days 
that he ean’t talk business? Maybe he wouldn’t 
like to buy a quantity of valves, gauge glasses, 
twist drills, chain hoists, belting, packing, or some 
other item of mill supplies, but then again he 
might. At any rate, whether he will or will not 
buy is a question which should be decided by him- 


self or his purchasing agent, not by an underling. 
Yet too often, to retlect creditably upon the busi- 
ness acumen of the average executive, are sales- 
men turned away from establishments by just 
such a supernumerary. 

Yes, we are now in a buyer’s market, but con- 
ditions may change. The salesman who is now 
out seeking interviews may, within a short time, 
be sought after for interviews. Remember when 
the salesman of mill supplies was forced to say, 
‘*T’m sorry, but I can only allow you so much of 
such an item’’? At that time maybe he did play 
favorites. Tle may be in a position to play favor- 
ites again. If he is, you may be” sure that the 
houses which welcomed him when sales were hard 
to make will be the houses which will be well 
taken care of should curtailment of production or 
an unusual increase in demand force us into a 
seller’s market. 





SIGNS OF THE TIMES 

Higher and higher shrilled the voice of the 
haranguer. The mumblings of the harangued 
grew to a rumble. With the Jast fire and brim 
stone vituperations of the agitator came a storm 
of applause from the agitated. But that was 
during and, until now, after the late war. Last 
night the vociferations were no less vituperative, 
the allegations condemning our system of govern- 
ment and its executives no less damning, but 
somehow the weaver of spells seemed to have lost 
his charm. 

Throughout the period of depression during 
the last stages of the war, and until very recently 
alter it, howlers have been howling and growlers 
have been growling. They have been blind 
to changing conditions about them. They have 
been so wrought up over their pet peeves and 
ingrown grouches that they have been deaf to the 
murnurings of disapprobation from their listen- 
ers. The fact is: 

Changing conditions have brought about a 
transformation of ideas. Warped as the view of 
the average individual has been in the past, if 
is now being warped back into shape. Insane 
snap judgment is giving way to careful consid- 
eration. Hesitaney on the part of the consumer 
to buy is giving way to willingness to purchase. 
The retailer is reloading his shelves. The jobber 
is restocking depleted lines. The manufacturer 
is buying raw materials. Mills have reopened 
and are increasing their operations. The wheels 
of industry are in motion. Thousands are going 
back to work. Sensible thrift is supplanting 
foolish hoarding. A new era has arrived. 

Is it any wonder, then, that the calamity howler 
is being met with hoots and jeers? That he is no 
longer tolerated, much less encouraged? The gen- 
eral outlook has changed; it’s written on the faces 
one sees, it’s shining forth from their eves, their 
words echo it in one’s ears. It’s a sign of the 
times. 
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Work Urged kor Unemployed 


High Spots in National Unemployment Conference Reviewed 


In the opinion of John A. Penton, publisher of the 
lron Trade Review, and a member of President 
Harding’s conference on unemployment, the chances 
are that the general study of the unemployment sit- 
uation by so many men in so many different walks 
in life and the publicity given to the conclusions, 
will have a favorable and far-reaching influence in 
preventing needless and unnecessary agitation and 
disturbance through the coming winter by those who 
might be so inclined, and that they will be made to 
feel the government is doing all in its power to help 
the situation by urging governors of states and mayors 
of cities to surround themselves with competent 
advisers and inaugurate practical measures for relief. 

The first recommendation of the conference was to 
put squarely up to the mayors the responsibility of 
organizing local relief committees. To this end pres- 
sure was brought to bear on the mayors from cham- 
bers of commerce, governors of the states, manu- 
facturers through the medium of the National Asso- 
ciation of Manufacturers, and the press. 

Emphasis was placed by the conference upon the 
fact that our present depression is an unavoidable 
aftermath of the World war, and that all the leading 
producing nations have been affected similarly in a 
greater or less degree. 

Among many of the outstanding points made by 
President Harding, who opened the conference in per- 
son, were the following: 

“Liquidation, reorganization, readjustment, re-es- 
tablishment, taking account of things done and the 
sober contemplation of things to be done, the finding 
of firm ground and the open, sure and onward way—- 
all these are a part of the inevitable, and he who thinks 
they might have been avoided by this plan or that, 
or this policy or that, or this international relation- 
ship or that, only hugs a delusion when reason is 
needed for a safe council.” 

Much variance of opinion was noted as to the real 
volume of unemployment. The approximate figure 
submitted by the department of labor was 5,500,000, 
while the committee on unemployment statistics, 
appointed by the general committee, reported that in 
its judgment the total number was about 3,500,000. 
It was conceded generally that the figure that repre- 
sented the usual number of unemployed’ was 
1,500,000, regardless of business conditions. Accept- 
ing the latter as the more exact of the two estimates 
on the total number of unemployed, and subtracting 
the number usually idle, it was agreed that about 
2,000,000 workers are now without jobs. Of these, 
between 10 and 20 percent are in actual want. The 
immediate problem is to take care of that portion of 
the idle in danger of starvation. 

The committee on municipal organization for unem- 
ployment, with Col. Arthur Woods of New York as 
chairman, reported unanimously as follows: 

“Cities and towns must be relied upon for immedi- 
ate attack upon the emergency created by unemploy- 
ment. Whatever is done must take place in local 
communities, and the citizens of such communities 
are the ones responsible and capable of seeing that 
the necessary measures are carried out. This but 


repeats the first principle of American public life 
reliance upon local initiative and obligation. 

“The mayors of cities are the natural and author 
ized leaders and directors of their communities for 
all emergencies affecting the public welfare. In the 
present crisis the mayor should head the effort of 
each locality and organize the most influential and 
representative citizens and agencies to handle the 
local situation. 

“In the interest of speed, order and effectiveness 
the chief official of each community should immedi- 
ately marshal all its resources. The mayor and his 
organization should furnish such leadership as_ will 
enlist the support and utilize the services of all. 

“The governor of each state, as the superior officer 
of all local officials, is urged to call emphatically to 
the attention of communities and mayors their peculiar 
responsibility and fitness for handling this unemploy- 
ment situation. 

“The methods of accomplishing results must vary 
with each locality and no methods capable of uni- 
versal adoption can with safety be recommended. 
Therefore, specific recommendations to communities 
are confined to the very urgent one that, following 
the leadership of their mayors with united local com- 
mittees, they accept this primary obligation to the 
full.” 

It was suggested that each locality should have a 
public registration and employment bureau, everyone 
should support their local family welfare association, 
children should be kept in school as long as possible 
in order that they may not compete for the insuf- 
ficient number of jobs, and a general “Spruce-Up” 
campaign by public and private owners of property 
and renters should be engaged in. 


or 


HUMAN GOVERNMENT REPORTS 


United States Department of Commerce Makes Its Weekly Survey 
of Foreign Trade Interesting 

With the October 24 issue of Commerce Reports, the 
government's official foreign trade publication, issued 
weekly by the department of commerce, a step forward 
in making government reports human was taken in 
the form of an artistic cover. 

A United States freighter loaded with American 
products and steaming steadily across the waters of 
the China Sea, with a Chinese junk or two in the 
background was adopted as an appropriate cover 
design for an official business periodical specializing 
on overseas trade. 

Officials of the department of commerce feel that 
the adoption of the new cover indicates a distinct step 
forward in attempting to humanize government 
reports, and in satisfying the request of business men 
that more “pep” be inserted into official publications, 
especially reports on business subjects. The depart- 
ment of commerce is of the opinion that the new 
cover is a distinct innovation and that this is probably 
the first instance in the history of government publish- 
ing that anything of this kind has been attempted. 
This is but one of many desirable changes made by 
Secetary Hoover in improving department literature. 
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Time Fully Ripe for Mill Supply Specialties 


Representatives of Manufacturers 


of New Time and Labor-Saving 


Devices Now Generally Welcomed by Progressive Mill Supply Dealers 


Let the manufacturer of mill supply specialties give 
three cheers for better business. It is a fact that not 
for 20 years past has there been the incentive that now 
exists for mill supply dealers to purchase new items of 
real demonstrated value. 

For many years the salesmen of a manufacturer of a 
meritorious specialty have been told: 

“Yes, your specialty is ingenious and will work all 
right, but is really of no interest to us. We can get all 
the business we want selling our standard line of goods 
and our customers take them at good prices. It really 
doesn’t pay us to bother with these new things and upset 
our sales schedules and have to spend money to develop 
and market something different. Sorry to disappoint 
you. Good day.” 

In very many cases the dealer was right; the public 
was buying standard articles at standard prices, didn’t 
have to be sold, took what it could get and was glad to 
get it. Now we have come on totally different condi- 
tions, such as none of us has ever experienced before. 
The seller’s market that has endured so long is now gone. 
It is a buyer’s market today and all the indications are 
that it will be a buyer’s market for a long, long time to 
come. 

The fact of the matter is that our producing capacity 
in all lines of manufacture has been enormously 
expanded during the past four years, while the purchas- 
ing ability of half or three-quarters of the world’s popu- 
lation has been greatly reduced by the impoverishment 
resulting directly and indirectly from the war. There- 
fore the dealer who sells standard goods in open com- 
petition must enter the race for the survival of the fittest. 

For the time being, at least, the big profits in selling 
will be made by the dealer who can offer something 
different from and better than anything else now on the 
market. There is no better or safer investment that a 
dealer can make today than the expenditure of time 
and money to stock and market a specialty. 

Progressive mill supply dealers all over the country 
are beginning to realize this and are accepting the wares 
of specialty manufacturers’ salesmen with a very wel- 
come rapidity. Of course these specialties differ in 
different localities. What would be considered a staple 
in one community might be considered a specialty in 
another. 

Now how is the dealer getting behind these specialties 
and pushing them? Naturally methods differ with indi- 
viduals. One concrete instance may serve as a guide 
and may be considered as typical of the many. 

Some time ago, when the buyer’s market began tu 
demonstrate itself, the W. H. Salisbury & Co., Inc., 
Chicago, carrying a fairly complete line of mill supplies, 
decided that the best way it could realize a fair margin 
of profit on its $100,000 invested in stock would be to 
turn over either many of its items a few times or a few 
of its items many times during the year. 

To this house the latter course seemed the easier, and 
it began to look about for specialties; something that it 
could get behind and push to the limit; something that 
would be in demand or that a demand could be created 
for; something that was not ordinarily carried by mill 


supply dealers; something that would not have to be 
sold in severe, open competition. It found this spe- 
cialty or rather specialties in rubber goods. 

When it had decided upon this line and had investi- 
gated the possible market for it, it began to lay in its 
stock and concentrate its sales effort on it. 

At first, it carried rubber belting, rubber hose for port- 
able acetyline lighting equipment, ard rubber force 
pumps. Later, as it progressed in its specialization on 
rubber goods and realized the extent of this field, it 
added many other items, including linemen‘s rubber 
gloves, rubber aprons, rubber shoes and raincoats. When 
prohibition went into effect, it took on a line of rubber 
brewery hose, and now finds that due to the necessity 
for changing equipment by brewers, it has a ready mar- 
ket for this line. 

What the specialty has done for this house, it has done 
for many others. Some houses have specialized on a 
new steam trap, some on an unbreakable gauge glass, 
some On various automatic equipment, and some on 4 
new kind of chain hoist. In every instance where a 
house has taken on a new item in the field, has put 
real sales effort behind it, and has pushed it, rapid turn 
over with its attendant greater margin of profit has 
resulted. And the prestige of that house has been greatly 
augmented. It has acquired a reputation for being live, 
wide-awake, progressive, and it is only natural that it 
should be favored by purchasers of other mill supply 
items aside from its specialties. 

The reason for this is easily appreciated. A man in 
the market for a certain specialty among other items of 
mill supplies will naturally go first to the house that 
carries this specialty, and while there make his other 
purchases rather than go first to some other house that 
can fill his other requirements and then make his wav 
to the house that carries the specialty he is desirous of 
purchasing. 

Moreover, the average purchaser of mill supplies is 
very apt to reason this way: 

“This house carries a certain specialty, this specialts 
is the best on the market, therefore, it is very likely 
that this house carries other items of mill supplies which 
are also the best.” 

As a result, the house that carries a specialty of known 
value very often is given credit for carrying excep- 
tional values in its other lines. 

This is known to be true in other lines of business 
and is one of the fundamental principles of effective 
merchandising. A certain meat packer will center his 
advertising on the high quality of his hams and bacons, 
another will laud his sausage. Some wholesaie grocers 
will praise their canned vegetables, others their canned 
fruits. Restaurants will emphasize the fact that they 
serve the best sea food in town, the best chafing dishes, 
or the best steaks. Retail clothiers will expound at length 
upon the exceptional values of their suits and overcoats. 
And all imply that because this, that or the other item 
they sell is good, all their items are good. 

In like manner the well advertised specialty may be 
used to foment many sales. A purchaser of mill supplies 

(Continued on page 30) 




















We carry in stock at our District 
Dealer Service Warehouses all, or 
most of the following goods, de- 
pending on requirements of trade 
in each district: 
PULLEYS 

Oneida Steel Pulleys 

Keystone Steel Pulleys 

National Steel Pulleys 

Dodge Wood Pulleys 


Dodge Standard Split-iron Pulleys 
Loose Pulley Sleeves or Bushings 


HANGERS 
Dodge Adjustable Ball & Socket Drop 


Hangers 

Dodge Adjustable Ball & Socket Post 
Hangers 

Dodge Adjustable Ball & 
Bracket Hangers 

Dodge Adjustable Ball & Socket Short 
Drop Head Shaft Hangers 


Socket 


7 a 
Oneida or Keystone 
4 Point, setscrew adjusting Ring 
Oiling Drop Hangers 
Oneida or Keystone 
4 Point, setscrew adjusting Ring 
Oiling Post Hangers 
Oneida or Keystone 
4 Point, setscrew adjusting Ring 


Oiling Bracket Hangers 





€é ¥ 
Everything for the 
mechanical transmission 
3? 
of power’ = 
HANGERS, Cont'd COUPLINGS, Cont'd 
Pressed Steel ; Ribbed or Clamp Couplings 
New Dodge Pressed Steel 4 point, Solid Sleeve Couplings 
setscrew adjusting Ring Oiling Drop Collins Compression Couplings 
Hangers Friction Clutch Couplings 
Pressed Steel “ a 
New Dodge Pressed Steel 4 point, in COLLARS 
setscrew adjusting Ring Ojiling Post Solid and Split 
seit tain FRICTION CLUTCHES 
PILLOW BLOCKS For use with pulleys, gear, sprockets, 
Adjustable Pillow Blocks or rope sheaves or for use as cut-off 
Ring Oiling, Capillary oiling and couplings 
plain bearings Solid 
Ball and socket and 4 point Split 
Standard or Plain Rigid Pillow BELT SHIFTERS 
Blocks noes 
Ring-oiling Rigid Pillow Blocks BELT CLAMPS 
Capillary oiling Rigid Pillow Blocks TAKE-UPS FOR ELEVATORS AND 
Common Flat Boxes CONVEYORS 
Solid Journal Boxes CHAIN 
van aneinge Detachable sprocket chain 
POST BEARINGS, Rigid Riveted sprocket chain 
Ring Oiling, Capillary oiling and Combination sprocket chain 
alain Attachments 
WALL BRACKETS ELEVATOR BUCKETS 
a : as Salem Steel 
WALL BOX FRAMES Malleable Iron 
COUPLINGS BELT CONVEYORS, ROLLS AND 
Dodge Keyless compression coup- PARTS 
a i ; BABBITT METAL 
i eyless compression coup- MANILA ROPE DRESSING 
Flange or plate couplings STEEL SHAFTING 
= 
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KILL QuPPLIES 
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Build a reputation for service 


through the use of Dodge branch stocks 





Stabilization must inevitably come; meanwhile, existing condi- 
tions must be met as efficiently as possible. Buyers today are in 


a position to demand good values and prompt deliveries, and they 
are demanding them. 


Under such conditions the advantage to dealers of the fifteen fully 
stocked Dodge branch warehouses is enormous; the ability to 
eliminate “long distance’ buying and secure quickly from a 
branch warehouse stock a “‘short’’ item often means more than 
price in the securing of an order. 


Yet when price does become the issue the dealer is backed by the 
assurance that Dodge products, with prices on a cost and not on 
a competitive basis, are the most reasonable in the world because 
they are Dodge-built. Dodge products hold a high place in Amer- 
ican industry that mere cheapness could never bring them. 


On the opposite page are listed some of the products carried in 
' stock at Dodge branch warehouses ready for immediate delivery. 
Your order placed with the branch nearest you will result in ship- 
ment far more quickly than if placed with a distant factory. A 
letter to the nearest branch will bring you their current monthly 
bulletin of stock actually on hand, and prices. Send for it today, 
whether or not you are a Dodge dealer, that you may be prepared 
to give the service that the times demand. 


DQ@DGE 


Power Transmission Machinery 





Dodge Sales and Engineering Company 


General Offices: Mishawaka, Ind. Works: Mishawaka, Ind. and Oneida, N. Y. 


Philadelphia Cincinnati New York Chicago St. Louis Boston Atlanta Pittsburgh 
Minneapolis Houston San Francisco Seattle Newark 
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(Continued from page 27) 
may intend to buy only the specialty, but will discover 
that there are many other items carried by this dealer 
he is in need of and can purchase very profitably. The 
mill supply specialty thereby serving two ends. 

And even if the mill supply specialty has not led to 
the consummation of definite sales, it has accomplished 
something by its being the means by which the dealer 
has acquired a satisfied customer—the foundation of 
come-back trade. It has given the dealer the valuable 
opportunity of being able to introduce a prospective pur- 
chaser to his line of goods; it has enabled the dealer to 


show the prospective purchaser what he has to offer. 
There is no time like the present, when business con- 
ditions have established a buyer’s market, which, by the 
way, is the most healthy state for business to be in, when 
the need of a business stimulator—a sales stimulator—is 
so keenly felt. The mill supply specialty, then, viewed in 
the light of a sales stimulator as it has been shown to 
be, is in great demand. Mi£ll supply dealers are on the 
alert for good specialties, and the manufacturer of these 
specialties has only to let the dealers know what he can 
do for them and where they can be obtained to realize 
an appreciable margin of profit on this demand. 
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The Industrial Outlook 


Lower Labor Costs, Prices and Interest Rates Now in Sight 


JACK FAIRBANKS 


Unless the threatened railroad strike develops into 
something more than an idle debate or some other 
calamity befalls this country, history is going to 
repeat itself and the cycle of high wages, higher 
prices, still higher finance—spendthrift speculation— 
and inflation just passed is going to be followed by a 
cycle of lower wages, lower prices, a decline in interest 
rates, and we will soon see business back to a sane 
competitive basis. 

It took England 30 years to recover from the 
Napoleonic wars, but at the end of that time she led 
the world economically. During this period, prices 
dropped steadily, but individual wealth increased. 

For 15 years, after the Civil war, prices dropped, 
individual wealth increased and industry progressed. 
From 1881, however, until 1920, prices climbed stead- 
ily. This movement was greatly accelerated by the 
World war. Costs, too, increased, which in turn 
boosted prices till at last, in 1920, the purchasing 
power of the general public could no longer keep 
pace and the inevitable crash came. 

To many, present conditions appear as unfavorable 
as their most pessimistic visionings could ever make 
them. To others, present conditions presage a cycle 
of prosperity as beneficent as their most sanguine 
dreams ever portrayed. 

An analysis of what is in store for us will deter- 
mine the most logical of these two outlooks. 

Group one is ever looking backward—not as far 
back as 1881, when both prices and wages were low, 
when deflation was at its lowest, when interest rates 
were low and one was able to start in business on 
borrowed money and slowly but surely amass a for- 
tune—but only as far back as the early part of 1920, 
when wages were at their highest point and prices 
had not as yet reached their peak. They miss the 
economic truth that wages follow prices on a rising 
market and precede them on a falling market, and 
instead of considering wages and prices as relative, 
see only their own wage reductions and not the com- 
ing fall in prices. 

The second group, students of economics, see: 
First, the lowering of labor costs, wages, etc.; sec- 
ond, lower prices; third, speculation and inflation with 
their attendant evils being abandoned; fourth, busi- 
ness on a more competitive basis; and fifth, a decline 
in interest rates. 


Following the buying public’s demand for lower 


prices, wages are sure to decline. What looks now 
like a fight between employer and employe regarding 
a wage reduction as against holding wages at their 
1920 level is merely the dark hour before dawn, and 
a last stand by organized labor against the inevitable 
The employer is merely the medium through which 
a fundamental economic law is operating, and no 
combination of men or money, or both, can be formed 
that is stronger than this law. 

Following this wage reduction, this general lower- 
ing of labor costs, will be a period of lower prices. 
The law of supply and demand will operate in its 
usual normal way and commodity prices will take 


care of themselves. With decreasing costs and 
declining prices, real prosperity can come. History 


shows that nations become not poorer, but richer, 
during such periods. 

Together with a lowering of costs and prices, spec- 
ulation and inflation are dangerous, therefore, will not 
be engaged in. In rare instances, where the one 
movement is not accompanied by the other,. there 
will be some speculation and inflation, but this will 
be only temporary. Sound merchandising will tend 
to stabilize all markets. 

As it manifests itself today, and for some time to 
come, competition is going to be keen. Production 
will remain on a comparatively small scale, there will 
be little range in price on like commodities, but price 
will undoubtedly be the determining factor in most 
sales. Due to the very keenness of this competition, 
advertising will be given a new stimulus. Real sales- 
men will supplant mere order takers. Honest effort 
will be rewarded. 

As falling prices release bank credits, interest 
rates will decline. This does not mean that they will 
rall to the extent of encouraging speculation, but they 
will drop far enough to encourage the expansion of 
legitimate business and will tend to increase produc- 
tion. 

Why is this true? Because there are certain gov- 
erning factors which will not allow it to be otherwise. 
For example: 

There are four essential elements to any nation’s 
prosperity. Raw materials, capital, labor, and trans- 
portation facilities. With them, her prosperity is 
assured. The United States has all four, and their 
operating, or operation in a normal way, should bring 
about the above outlined movements. 
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| Reciprocity Is Always the Basis is of Good Business 


Jobber Indebted to the Manufacturer Who Adopts a Merchandising 
Plan that Takes Him into Consideration, and Should Reciprocate 
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OSCAR P. WODACK 
President, Wodack Electric Tool Corporation, Chicago 


When the manufacturer of a mill specialty enters the Specialty machines always have labor saving, money 
; field and adopts a merchandising plan that takes the saving or time saving features and because of these feat- 
j; jobber into consideration, the jobber should reciprocate, ures are more easily sold than a staple article. The staple 


at least, to the extent of seriously considering his propo- product is usually a necessity and only a minimum 
sition i are many reasons why this is true but the amount of actual sales effort is required to sell it. The 
best of them all as far as mill supply dealers are con- salesman of a staple can only offer price inducements, 


cerned is the fact that such a policy would mean more prompt delivery and like arguments in selling his goods 
money in his pocket and less competition for him to while with specialty products he has real concrete evi 





















fight. dence to present to the prospective user for investing in 
The goods which were first sold by mill supply jobbers the machine, in the form of services it renders. 
were staple in character, consist- --——— - When these facts are consid- 
ing of valves, belting, pulleys and Secretary Hoover’s Telegram of Ap- | cred it becomes evident that the 
y similar standard articles. A mill preciation to the National Confer- same reasons tor _ Stocking al 
r supply dealer knew his trade inti ence of Business Paper Editors, | article do not obtain when sp 
1 mately and did not find it neces While in Convention Assembled in | cialty tools are presented for sal: 
sary to carry a very large selec- Chicago, October 24. as when staple products are un 
1 tion of any of the lines he sold. cieiitacas: ime: ‘Saws. der consideration. 
) When an improvement was made Washington, D. C. Progressive mill supply job- 
: : : Clay ¢C. C ‘vr, President, Nation: ‘onference ? a a 
1 IN SOME staple line already In use Reckions ante Geka, Dananees Wak wee bers have overcome the tendency 
or when a manufacturer entered Pressure of official duties makes it impossible Tor to assume the w rong attitude t 
he Le , ‘ - ; oo me to address the members of the National Edi- "7 speci: cS ] +h: o- 
the held with a trade mark d torial Conference in Chicago, as I should like to ward pe , ialty tools. in chang 
article he encountered almost in do, ; f i ; ing this policy they have also 
ok cs I have appreciated the opportunity given me in ‘ ° Ae, . 
C surmountabls opposition trom the the monthly meetings we have held together in been careful to avoid gFoing to the 
; : : : : : Washington to express the policies of the Depart- : - ‘y: . 
Ce dealer 1n securing distribution. ment. of Commerce with oxaune oe some of the opposite extreme oft adding _to 
d From the standpoint of the job- | faced’ souk quae aon te aden. — ee) ieke line indiscriminately. Wid 
y ber this was justified by the fact f cannot but feel that if these problems are | awake jobbers have adopted the 
5 / - considered as human and not as material ques- ‘ o.. Z : ' A 
that, in a great many cases, he | tions, we can find their solution. We are dealing | policy of discriminating selection. 
, “ : ; s with questions of railways, of farms, of shops and ae : ! ‘ : 
already carried a line similar to of instruments of commerce and industry, but in They avoid answering the sales 
: the backg 1 of ever ‘rsen’ ind there is the 4 a 2 a —_— 
‘ the one he was asked to sell, and fact “nak we. an daalne prot with qoocealenh mans arguments W ith excuses for 
‘ ( ‘ . avticla . things but that we are concerned with the pro- ++ sar fas ree . S »- the 
t that adding a new article would Wikia: GR wien: wna au etme: if they fail to really consider tne 
not increase his business at all, There must. be in our discussions of these mat- — manufacturer's proposition they 
€ . ters the dominating thought that the better con- : 5 
. but would necessitate his carry trol of economic forces is in fact simply the bet- | may find that they have over 
= ter comfort of the country. j ze 
ing several kinds of the same "These geveral erganiaations within the Besart- | looked a real money making op- 
R - . ment of Commerce which we have developed and - séirey > after ac ally- 
d article. In order to gue ird against set at work within the past few months are con- portunity . ( nly after a tually 
cerned in this spirit, and it is a fine augury of our ~ neq . > lwec ‘ 1er 
overstocking it was necessary for | et SE aes, ee So meer ot ew, | convincing themselves that there 
him to be conservative in buying purposes of these various departmental activities iS no chance to sell the machine } 
O - r have come from our manufacturers, merchants and : : ‘ } 
- newly marketed staples merely | engineers themselves. under consideration should they 
; = The edit f the busine *ss have sh ha — = . : . ~~ 
1] because they were to be exten- | ane spirit of service. “Their opportunity for’ lend definitely turn down the manufac 
Sive « See. aN — . > ership is unique and unchallenged. Upon them rar? = ition 
€ ively advertised. He felt that he rests in large measure the responsibility of the turer > proposition. 
would be safe in waiting until he control of industrial thought and opinion in the After the tool has been en- 
st e ; Ss ° | detail of the industrial, economic and technical : 

; was forced to stock the article | problems which confront us. I wish your confer- dorsed and the determination to 
’ 2 : nee every succe in carrying forward its high * 4 a a aes 
= because of insistent demand by onl eabediins panpeues. s ‘ add it to the line has been 
4 his customers. | HERBERT HOOVER. | reached a comprehensive selling 

When the specialty salesman — a —_—_——_—_—_————-- plan 1s always adopted. Litera 
t called, the jobber was prone to take the same sttivedie ture furnished by the manufacturer is used as mail 
~ ° ° My % ° ° 
1 toward him as he had taken toward the salesman of pieces and is sent to logical prospects in the territory. 
va the newly introduced staple article. He would tell the Some one salesman on the jobber’s staff is detailed to 
nf specialty machine salesman that he would stock the handle the new proposition. He is a real salesman and 
Se machine if a demand for it was created. He could not just an order accepter. He is given credit for 
not take all the risk, do all the work and practically demonstrating the tool to prospective buyers, and 
» market the machine for the manufacturer. when a call is made it is for the express purpose of 
e This policy naturally resulted in some manufacturers getting an order. Every legitimate selling method 
adopting a sales policy that left the jobber entirely out = which has been successfuliy used is adopted and the 
of consideration. This caused the jobber to feel that jobber links his firm name with the product to be sold, 
he was badly used. He thought that he was entitled to so closely that he takes tne place of the branch office 
is | the business on such machines in his territory and yet and secures for himself the money spent by manufac 
‘IT could not see the justice in the manufacturer’s request turers on their factory branches. As a result he has 
1g that the dealer help him, at least, to the extent of buying established himself more firmly as a necessary unit in 
a demonstrating machine. the distribution of mill supplies. 
eee 




















Mr. Dealer: 


How about this? 


You have maintained practically the same overhead expense with 
reduced business that you had a year ago. You are hoping volume 
will soon return so that you may not be forced to reduce to any great 


eXtent. 


The same condition exists with the manufacturer and there is a wild 
scramble for every order that “pops” up. Never, so much as now, did 


a jobber need a manufacturer who would say: 


“We are with you. We know you are having unusual conditions and 
that direct solicitation at lower prices is playing havoc with your sales. 


We are going to help vou meet this condition.” 


The McLeod Leather & Belting Company makes it possible for its 
jobbers to get a volume with profit under present conditions. 
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McLeod Leather & Belting Company 


Greensboro, North Carolina 


Sixteen MACOAK Distribu- 
tors added since March 15th. 
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Six Definite T hings That All Workers Want 


A Steady Job—Soon to Be Our National Standard—To Be 
Achieved and Maintained by Taking the Slack Out of Industry 


JAMES H. COLLINS * 


We will call them A and B,j 007 


these two factories—they are | Mint Stpriirs had ihe ge 
| aS) th if publication six articles by J 
= . ae : pi a 

almost across roa rom the subject of what all < 
each other over in New following headings: 

Jersey. 


a “A Steady Job.” 
A held its labor turnover 

down to within reasonable 
limits, even during the boom, 
while B had to hire three or f 


Chance to Sce t 
Chance to Lear 
Square Meal.” 


uit wiv 


A 
“4 
<1 
1 


Hearmg Higher 


industry, and along with 
vod fortune to secure for | ereater frankness on the part 
ames H, Collins covering a ; : 
vorkers want, under the of management in giving 
workers information about 
the business and their pol 
icies, these make for stability. 
If a steady job is just regu 


Up” 
he Wheels Go Round.” 


lar work at good wages, then 


—"4 Chance to Throw Down Roots.” B factory would have had no 
four workers a year to keep These: will abbcae wenilily, Sectinlg coils tile tome, trouble during the boom. 
one on the job. A has never Mr. Collins is one of the highest paid writers in the | Actaally, men drifted in and 
had a strike in its thirty years’ | United States on business topics. For the past 12 years. drifted out of that plant as 
existence, while B, in half the - a Se ee though it were a railroad ter- 
time, has had strikes, lockouts — | winel Deen wae wwe ges 


and boycotts. Labor organ 4 

izers have never got a foot 

hold in A, while B is a re- | 

cruiting ground tor the organ- 

izer and radical. Finally, to | 

day, in the depression, A is | 

running two-thirds time and | | 

keeping its key men together, | 

while B has been brought | 

close to a complete shutdown. 
What is the difference be 

tween these plants? They 

both make pretty much the 

same kinds of goods, have the 

same territory from which to 

draw labor, pay about the 

same wages. What causes 


the contrast? 





If all the facts were gath- 
ered they would make a bulky 





would not hold them to tasks 
they did not like, nor under 
leaders they did not like. And 
\ factory took the labor 
drift from its neighbor, sorted 
it over, fitted men to suitable 
tasks under the right leaders, 
and boosted its output both 
in quantity and quality. 

The Creator has made peo- 
ple different temperamentally. 
Much labor turnover can be 
traced to management that 
deals with people as though 
they were all cast in the same 
mold. There are phlegmatic, 
plodding people, men as well 
as women, salary as well as 
wage earners, who not only 








prefer routine jobs, but often 


. 3 ) ‘ eps f 
report. But the real reason - work best under a boss of the 
is that people who work in JAMES H. COLLINS opposite temperament, who 
the factory with the happy | he has contributed articles to the best publications in- | will do the thinking and take 
history have steady jobs, | this country. His writing career dates back 20 years. responsibility. And there are 
while those in the other fac- ! /n 1910 he toured South America for the Philadelphia people of an energetic, adven- 
é “DaoLRie ” : 5 i eeaiier es i . ‘ : ‘ . 
torv haven't. | | ublic Ledger. During the wa he served as head turous type who love variety 
What is a steadv job? | of the trade press section of the United States lood ao , ° ; - 
at 1S a steady joo: | .ldministration: He worked on the committee of public and excitement in their work, 
Most people would Say, | mformation. He was also assistant to Chairman Hur- and very often do best under 
Regular work at goo d ley, of the United States Shipping Board. He has a boss who, while not exactlv 
wages.” But there is decid- | !aveled extensively in England, France, Germany and | phlegmatic, is still a steady 
Ilv ° other countries, investigating business conditions. sy = 
edly more to it than that. ence 5 wheelhorse who keeps them 
Wisk ailieds taltn te His six articles mark a constructive policy to bring 


worker unless it is interest- 
ing, fitted to his temperament, 
something which he can excel at, and take pride in. 
\ pleasant place to work, and efficient tools are part 
of it. So is management that understands him, and 
stability that leads him to trust his future with the 
company. Some workers want a job that is growing, 
and opportunities for growing with it, while others 
are satisfied with routine tasks, but want to know 
that they will be taken care of when they working 
days are done. Then, channels through which work- 
«rs can reach the management when things go wrong 
are being provided more and more in present-day 


* Copyright, 1921, by J. K. Novins. 


about much-needed improvement in business from flying off at tangents. 


A good deal of labor turn 
over occurs among these ad- 
venturous folks. Improperly placed, dissatisfied with 
the kind of work assigned them, they go from plant 
to plant looking for the ideal job—or maybe just a 
new one. Adventurous folks are the most imagina 
tive and energetic, just the ones to become leaders, 
turn work into play, make suggestions and improve- 
ments. It was largely by proper harnessing of this 
energy through a skillful employment director who 
took pains to fit jobs to temperament, that A factory 
made a splendid war record. 
Yesterday, the steady job was largely a piece of 
luck, to the worker who found it, and the employer 
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Combe 


Waterproof 
Leather Beltin 








THE BELT 
COMBER Belting is a pure oak 


tanned product, made of center 
stock from selected hides. The 
leather is waterproofed, and only 
waterproof cement is used. An all- 
purpose, guaranteed belt, with a 
25-year reputation for good serv- 
ice. 


THE DEALER 


We offer supply dealers a complete 
leather belting proposition. With 
Comber Waterproof as the leader, 
we make other brands that meet 
the various requirements of belt 
users. Send for folder showing the 
full line. 





Write it in the Purchase Order 


“Comber Water Proof leather Belting ” 


GEORGE RAHMANN & CO. 


31 SPRUCE STREET NEW YORK CITY 


Philadelphia Portland,Me. Havana Buenos Aires 
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who was able to grant it. Conditions were very unsta- 
ble, production was of a varying nature and business 
in general was conducted in a haphazard way. 

Today, we see that it is something that employer 
and worker can create through intelligent teamwork, 
something with roots in the employer's policy and the 
worker’s intelligence. 

What teamwork will accomplish in creating steadier 
employment is shown in the present activities of our 
two factories. The A plant is now working part time, 
on reduced wages, but its employes are meeting living 
expenses, while plant B is almost idle and thoroughly 
disorganized. ‘The first factory has been able to keep 
up the quality of its goods, while the other hasn’t. 
Steady jobs make steady men—they must have skill 
to hold them. Steadiness and skill mean quality in 
the output, and in hard times quality enables the sales 
force to land the order, and also get volume upon 
which to make prices attractive. 

Down in Texas there is a railroad which has one 
commodity as its principle of freight traffic, and about 
three months’ work hauling it out—the cotton crop. 
This created very difficult conditions in its repair shop, 
for mechanics had irregular employment, and were 
chiefly floaters. An efficiency engineer was given the 
task of stabilizing shop work. After a study of the 
whole year’s task, he announced that mechanics would 
be guaranteed so many hours’ work in the year, 
enough to meet living expenses with a margin, but 
that men would be asked to work as many hours a 
day as was necessary. During the period before cot- 
ton hauling, when every locomotive and car had to be 
put in good order, this might be ten or twelve hours 
a day. When rolling stock went into service, the shop 
force would be diverted to the making of parts for 
next year’s repairs, dropping to eight or six hours 
daily. Under that plan, a smaller force of more skill- 
ful mechanics was soon doing the company’s repair 
work at materially lower cost. 

Set up the steady job as something to be realized, 
and every department in a business is immediately 
concerned. Not only the great corporation with its 
facilities for organization, cost accounting and con- 
trol, but the small enterprise managed by an indi- 
vidual, or partners, where the personal 
between employer and employes exists. 

It becomes a first step, to measure 
production, the capacity of equipment, and sales possi- 
bilities—perhaps for the first time. When these are 
known, the number of workers who can be employed 
all year round is known. Wath reasonable assurance 
of enough work throughout the vear to give them a 
livelihood, the better class of workers feel secure, 
while there is a decrease in the number of floaters who 
make up costly labor turnover, and in the unskilled 
and careless people who lower the quality of the prod- 
uct. The sales department gets a new picture of the 
vear’s work, and knows where to center effort both 
in seasons of decreased demand and territory capable 
of greater development. The financial, purchasing, 
accounting and other departments can plan their 
year’s work, avoiding pressure and delay in busy 
months, and reducing expenses and inventories during 
slack seasons. Repairs, replacements and extensions 
are so arranged that they do not interfere with pro- 
duction, but make slack season work, and there is a 
general leveling off of peaks and filling up of valleys, 
Straightening out the entire curve of the business. 

Appalled by the unprecedented unemployment prob- 


relation 


necessary, as 








lem in Great Britain, English economists have lately 
been asking themselves if it can be remedied. And 
the best opinion maintains that it can, if employers 
and employes will get together and work for volume 
and quality, with salesmanship to increase and sta- 
bilize outlets both at home and abroad. 
Tomorrow, the steady job promises to be our 
national standard, something to be achieved and main- 
tained by taking the slack out of industry. Viewed 
nationally, it is bigger than any employer, or any 
body of employes, or any industry, or labor organiza- 
tion. It means the elimination of mismanagement by 
executives, of soldiering, floating and idleness by 
employes, of the reduction of fluctuations caused by 
seasons, booms, slumps, speculation, waste, lack of 
organization and system. It is just about as big as 
the United States, and concerns not merely every 
body connected with industry, but everybody consum 


ing industry’s products, and furnishing its raw 
materials. 
<-> 


WELD, DON’T SCRAP SHAFTS 


Broken Armature Shafts Can Be Welded Without Removing or 
Injuring Armature Coils 

Large armature shafts occasionally break at the 
junction of the journal and the pulley end. This neces 
sitates long and costly delays if new parts have to be 
sent for from the manufacturer. 

There are times, however, when the necessity for 
sending away for extra parts may be obviated, and 
the repair done at home by welding. 

While recognizing the adaptability of the welding 
process to the welding of all kinds of large steel shafts, 
operators sometimes in this case decide to serap the 
old shaft, fearing that the heat of the steel produced 
by the reaction might injure the armature coils and 
produce short circuits. 

Where the armature coils, however, can be separated 
from the fracture by a few inches of molding sand—at 
least about four inches in the case of a three-inch diam 
eter shaft—a repair by this method is entirely feasible 
without injuring them, according to a statement by the 
Metal & Thermit Corporation, New York, if the follow- 
ing simple precautions are observed. There is no danger 
of damaging the armature windings through the effect of 
direct heat as the fracture is completely surrounded by 
molding sand and all preheating subsequent to heat from 
the Thermit steel is confined within the molding sand. 
The heat which is conducted along the shaft is readily 
taken care of either by directing an air blast on the shaft 
or, where necessary, by means of a specially constructed 
water cooler box with packing box on the shaft to pre 
vent the possibility of any water whatsoever coming in 
contact with the windings. The windings themselves are 
further protected by being totally encased in an oil cloth 
and burlap bag. 

In case the keyway of the pulley end of an armature 
shaft becomes badly worn, this worn end can be removed 
and a new over-size extension welded on and machined 
down. 

As an example of costs, in the case of an oversize 
extension to a three and one-half-inch diameter shaft, 
the company estimates the welding can be executed for 
approximately $35, not including machining, with a 
guarantee by the welders against breakage in service. 
Smaller shafts can of course be welded for correspond- 
ingly lower costs. 
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The AKRON Exclusive Agency Proposition hie 
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1] ANY of the country’s leading hardware and mill wei taemmne . 

\V supply jobbers have found the AKRON exclu- pig os 

sive agency proposition to be far more profitable COMPLETE AKRON LINE co 

! than they had thought it would be. It is seldom that , In 

such arrangements are given on a product with the ex- =m 

clusive features found on AKRON Barrows. m: 

Tubular 
Steel } In} 
Your salesmen can put the full force of their abilities _— || a 

behind the various AKRON features—they can be cer- 1 | U 

tain that no other house in your territory can wait until | ne 

your prospect is brought to the point of buying and then Contractor's | of 

close the deal that is rightfully yours. — } | Ci 

‘ a 

Approach the subject of barrow distribution with an m 

open mind and investigate the AKRON arrangement 

° . ° ° In 

as well as the barrow itself-—the times require that you si 
do so. Connections are wanted in many territories— 

you may gain much by inquiring if yours is open. pi 

th 

THE AKRON BARROW COMPANY Apri | 

Factory: Akron, O. Offices: Cleveland, O. 4 

ch 

iS 

mM 

uy 

th 

me 

in 

tal 

co 

je 

co 

fri 

th; 

cod 








36 When writing to Advertisers please mention MILL Supplies. 





/ 
; 








‘ 
& 
: 
' 
3 
$ 
Lj 








‘ 











How National Unemployment May be Abolished 


Principles Controlling Causes and Effects of Industrial 


Depression Studied at National 


Not for today—not for tomorrow—but for all time 
is national unemployment to be ended if the solution 
of the unemployment problem, contemplated by leaders 
in the National Unemployment Conference called 
President Harding at Washington, September 
achieved. Aside from the emergency measures adopted 
by these industrial and labor leaders, an investigation, 


by 
¢ , iS 


which will trace back to their sources reasons for indus 
What it brings to 
light will go a long way in determining the methods to 
be used in combating national unemployment. 

\mong the more pronounced causes 


trial depression, is being conducted. 


for industrial 
depression are these: International unrest and instability 
of governments, excessive railway rates, fluctuations of 
foreign exchange, excessive fuel costs, labor and wage 
deterrents to construction. 

The industrial life of the world at large, with few 
No country 
ven this country with its wealth of 
natural resources and manufacturing facilities looks to 
foreign lands for manufactured articles and raw mate 
rials. It is, therefore, imperative to the successful con 
duct of our industrial endeavors that there be interna 
tional tranquility and a stability of governments so that 
we may reasonably determine the demand for a certain 
commodity and the ability of contracting parties to pay. 
In line with this thought limitation of world armaments 
and a consequent increase in tranquility is urged both 
in the general report and in a report from the sub-com 
mittee on foreign trade approved by Hard 
11 


exceptions, is based upon foreign trade. 
is self-sufficient. 


President 
ig’s conference on unemployment. 

As an immediate expedient, it is suggested that the 
United States should the deliberations 
and decisions of the reparations commission and other 
agencies, so that it may influence a reasonable control 
of the present unregulated payment of reparations by 
Germany. 


be effective in 


Authority should immediately be granted to the ad 
ministration to deal with the funding of foreign debts 
owing to the United States in such a way as to avoid 
injury to the country’s foreign trade and our employ 
ment. 

The broad questions of policy, such as national ship- 
ping, tariff and taxes, will have important effects upon 
the movement of our commodities to overseas markets 

When it is understood that one of the greatest factors 
in the fixation of prices depends upon transportation 
charges, not only those affecting freight but passengers 
as well, it is easily seen that excessive railway rates 


must be reduced. Unfortunately these rates depend 
upon two main factors which are at present thorns in 
the side of industry--wages and fuel prices. *A bold 


move straight from the shoulder, reducing both freight 
and passenger and fuel prices simul- 
taneously, is hoped for by some of the delegates to the 
conference. How possible this is, is a matter for con- 
jecture. It is estimated, however, that a canvass of the 
conference would reveal an unanimous belief that 
freight and passenger rates must come down no later 
than next spring. 


rates, wages 


Some relief might be obtained as immediate 


an 


(Unemployment Conference 


emollient by a_ settlement of financial relationships 
between the government and the railways. 

The threatened strike on the part of the railroad 
employes is not taken seriously at Washington. Already 
the shopmen, who are in the American Federation of 
Labor, have been cut 12 percent. The members of the 
big brotherhoods have not been affected. The prevalent 
belief is that Samuel Gompers would mot make more 
than a perfunctory objection were 
wages and rates together. 

Possibly, more than anything else, fluctuations in 
foreign exchange have curtailed imports and exports of 
raw materials and manufactured articles. No manu 
facturer wants to take the chance of selling his goods 
and, when the time comes for them to be paid for, have 
an adverse rate of exchange nullify his expected profit 
Nor does an exporter of raw materials wish to hazard 
his fruits of industry in like manner. The conference 
for the limitation of armament should bring about a 
reduction in military burdens and be a long step toward 
arresting constantly increasing inflation and increasing 
depreciation and extreme fluctuations of various foreign 
currencies. 


the railroads to lowet 


Next in line comes the adjustment of fuel costs. Here 
wages enter as a determining factor. It 1s well known 
that the wage question in the coal mining industry is 
causing no little concern. In fuel, labor has not 
gone the liquidation process. The present wage scale 
in this country until March 31, and there 
seems to be no thought either on the part of the mine 
owners or miners of setting aside the present contrac 
Although the mine workers have a committee at work 
on the wage problem which is to report back next Feb 
ruary, fears are entertained of a tieup of the 
the winter months, provided the miners 
become convinced they will be compelled to strike on 
\pril 1. Out of the present unemployment conference 
probably will come action on the coal wage problen 

Admittedly construction, not only of buildings, public 
and private, but the rehabilitation of highways and 
wharves, would put millions of men to work could the 
elimination of labor and wage deterrents be accomplished. 
The construction committee is optimistic to the extent of 
believing 2,000,000 could be taken from the ranks of 
the now unemployed were building to get back to its 
old-time vigor. This committee already has taken a bold 
stand for the wiping out of “malignant combinations” 
which have restricted building. 


under 


continues 


some 
industry in 


These suggestions, as far as they go, 
do they go far enough? 
only temporary relief 


are fine. But 
Do they not, at least, suggest 
measures? The consensus of 
opinion among men of vision, well reputed economists, 
employers, and labor leaders is that these suggestions, 
in the main, provide only for a temporary way out; 
that they do not reach the source of hard times nor do 
they eliminate the causes for industrial depression. 
“Let us review history and unearth causes elsewhere 
for unemployment and see if they are the same here. 
Let us endeavor to parallel also remedies for the effects 
of these causes and thus determine whether or not there 
are common and remedies. Let 
not and effects 


causes 
whether or 


common 


ascertain these causes 
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Get Ready For Better Business 


foie months of discouraging business 
conditions there are increasing indications 
that the low point has been passed. Even the 
most conservative of the economic statistical 
organizations is now recommending that their 
clients prepare for the long swing upward. 


Anyone who has been calling on business 
houses throughout the country has felt an unmis- 
takable increase in confidence during the last 
few weeks. 

Put your shoulder to the wheel now. Manu- 
facturers have been reducing their costs of 
production and have narrowed their own profits. 
They have reduced prices to give distributors 
and dealers every possible assistance. They are 
speeding up their own sales departments and are 
increasing their advertising appropriations. They 
are doing their utmost to stimulate the demand 
in your territory. Take advantage of their work 
by redoubling your own sales efforts. Every- 
thing which will help you go after business 
efficiently now, will aid you more and more as 
conditions improve. 

Start now on the new general catalogue that you 
wanted to issue a year or so ago. It will be your sales- 
men’s strongest ally in securing orders at the least cost. 
It will cut down the time that the salesman has to spend 
with each prospect. It will work for you between calls. 
It will maintain a display room of your goods in the 
buyer’s office. It will increase the volume of your maii 
orders—the most profitable business you receive. 

The Donnelley catalogue compiling organization offers 
you many years of successful experience. It will enable 
you to issue a catalogue of proven sales producing quality 
more rapidly, more efficiently, more easily, and more 
economically than vou could issue a catalogue of equal 
quality in any other way. 

You cannot wait until the first of the vear and then 
get the new catalogue “off the shelf.” But if vou act at 
once, you can have the catalogue at work for you in 
the Spring. Send for a Donnelley lay-out man now 

without obligation. 
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A Donnelley Catalogue 


It will take very little time from 
your regular work to issue the new 
catalogue by the Donnelley method. 
Our layout man will bring to your 
office a classified set of proofs of 
our many thousands of standing 
pages of mill supphes. In two or 
three days he will list your selec- 
tion of goods. 


Il’e bring you the “know-how” 
that is obtainable only through 
years of successful association with 
leading mill supply jobbers. When 
you entrust the building of your 
-atalogue to the Donnelley organ- 
ization you are securing an abso- 
lutely known quantity — catalogue 
representation of the caliber that is 
successfully helping in the mer- 
chandising of supplies throughout 
the United States and Canada. 


R. R. DONNELLEY & SONS COMPANY 


Jobbers’ Catalogue Headquarters 


731 PLYMOUTH COURT 


CHICAGO 
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controlled by fundamental principles and if so if these 
principles cannot in turn be controlled.” 

Thus reasoned these men. 

The results of this investigation may be outlined 
briefly: In England there are more than two million 
men unwillingly unemployed. There are double this 
number in the United States. These figures are con- 
sistent with the difference in the population of these 
two countries. 

England has just emerged from the throes of a coal 
strike which cost her approximately $1,000,000,000. The 
leader of this strike contends that coal must be pro- 
duced more cheaply or labor, capital, and all England 
will continue to suffer. But how more cheaply? Not 
by reducing wages, he argues, but by increasing pro- 
duction for which the wages are paid. Doubling wages 
should double production, as half wages halve produc- 
tion, he declares. Otherwise industry is doomed. Times 
will become hard and unemployment will curse the land. 
This principle has been recognized in Russia so that 
the industrials have militarized in order to obtain any- 
thing like a degree of efficiency in industry. 

The turmoil in industry in England is merely the 
checking of production. Spinning out work by time- 
wasting conditions in labor has been instituted by the 
unions to secure temporary gain. One of the British 
carpenters’ working rules sounds strangely familiar to 


Americans who have been following the building wage 
controversy in Chicago. 

“No member shall provide a bicycle of any sort for 
the purpose of locomotion to and from any of his 
employer’s jobs or works during working hours.” 

In this manner, drawing pay not for production but 
for non-production means high prices which means slack 
sales, and slack sales means half-time work or closed 
factories, which means unemployment. 

In short, the policy of high wages and low output 
is at the bottom of unemployment over in England just 
as it is at the bottom of unemployment here, as it is 
at the bottom of unemployment everywhere. 

Factories are idle primarily because prices are too 
high. Prices are high because cost. of production is 
high. Cost of production is high because high wages 
are being paid for too little work. This is fundamentally 
true wherever there is unemployment. Wages can’t 
be reduced because at the present prices there would be 
no buying done with a wage reduction. No buying 
being done means curtailed sales. Curtailed sales means 
suspended production, and suspended production means 
unemployment. The cat has chased its tail around again. 
What’s the answer? Simply this: Wages must be based 
on production. An honest dollar for an honest dollar’s 
worth of product. An equitable arrangement and the 
only sure cure for unemployment. 
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Loyalty a Valuable Asset 


Devotion in the Office or Shop is Worth Double its Cost 


KENNETH G. 
Vice-President, M. B. 


Loyalty has long been recognized as a valuable 
asset in the office or shop. It is the only potent anti- 
dote for such poisonous tumors as restlessness, rad- 
icalism and the like. Its presence is always felt and 
it is not at all an intangible quality, yet, of all mass 
sentiments it is the most difficult to create. Ingenious 
“Popularizers” who contract to produce it, at so much 
per man as it were, find their efforts balked, their 
ideas refuted, and their numerous activities turned 
topsy-turvy. Intricate programs of welfare work and 
profit-sharing meet with mere acceptance, and such 
innovations as inter-department sports, social clubs 
and musical groups arouse only short-lived enthus- 
ism. There is no birth of the vigorous sentiment so 
eagerly sought. 

Why do these gentlemen fail? Chiefly because they 
under-estimate the perceptions of the employes. They 
do not see that their purpose is transparent, their 
ministrations calculating, that the only reflex is sus- 
picion. “Tryin’ to get on the good side o’ me,” rea- 
sons the worker. “Wonder what they’re going to put 
over?” ; 

However, there are concerns that enjoy deep loy- 
alty. Surely a reason may be found for their good 
fortune. But as surely as you attempt a solution, you 
are confronted by a paradox. These organizations 
are not acutely conscious that loyalty is there, they 
have never deliberately fostered it, they have never 
attempted to analyze it, and if called upon to define 
it, they will flounder about hopelessly. Nevertheless, 
the clue is right here. For you will find that their 


MERRILL 


Skinner Co., Chicago 


interest has been in the men themselves, not in the 
etfect of the men’s opinions upon their output. Care 
ful investigation will always reveal the fact that the 
employes are treated as human beings, that they are 
allowed to ask questions about their work, and fore- 
men, or department managers are expected to answer 
them. 

The lathe-hand has just as much curiosity as any- 
one else. He makes the same part over and over 
again, but if he doesn’t know what the part is for, and 
is rebuffed when he attempts to find out, no amount 
of outside benevolence can convince him that his per- 
sonality is respected. On the other hand, a concern 
which declines to capitalize a spiritual quality—and 
that is what loyalty is—must respect it. To respect 
a spiritual quality would seem to imply respect for 
the soul of a man, for his identity and his pride. Thus 
when a man’s sincere questions are answered frankly, 
when pains are taken to see that he knows what part 
he plays in the organization, and then decent encour 
agement is meted out to him when he plays that part, 
he becomes loyal. Another point: Every man, who 
has not been ground in the mills of industry too long, 
has opinions about his work. Often these are val- 
uable opinions, but if he attempts to express them, 
his immediate superior will call him down for trying 
to speak above his place. But if an effort is made to 
listen carefully to all opinions to weigh them and 
adopt the better ones, the worker feels an added 
pride, an added responsibility, and is loyal. This, 
then, is loyalty. 
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You can sell ARGUTO Oilless Bear- 


ings for very high speed work. They 
will run for years at nearly any speed 
and without oil 











Outwears the best 
Bronze Metal 


Smoother than Grease 


Here is what one ARGUTO agent wrote: 


“One of my customers was having con- 
siderable trouble with a small motor 
driven centrifugal blower because he was 
unable to get bearings to stand up any 
length of time. 


“This firm tried both bronze and babbitt of 
various grades and was unable to get any- 
thing to last more than two weeks. 


“We persuaded them to try ARGUTO and 
after eight months’ service they report that 
the bearings are running nicely and 
smoothly, giving entire satisfaction. 


“The speed of this blower is 5,000 R. P. 
M.” 


ARGUTO Oilless Bearings have been run 


for years at speeds of 10,000 to 12,000 
R. P. M. 


Full information on request. 


Arguto Oilless Bearing Company 


Pioneer Manufacturer of Oilless Bearings 


151 Berkley St. Wayne Junction 


PHILADELPHIA 
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It was a year ago last winter that a manufacturer 
who wanted to expand his business found that his 


advertising and his improvements in product were 
not bringing as much business growth as he wanted. 
tle made a quiet little investigation through his terri 
tory to discover the reason, and found that lack of 
growth was due to a lack of the expanding: spirit 
among his salesmen. Each salesman scemed to con- 
sider himself a close corporation for the purpose of 
canvassing a certain list of customers and prospects, 
and did not try to reach out among hitherto uncon- 
sidered prospects. He did not have his ear to the 
ground for anything of help outside of its influence 
upon his own personal sales. Salesmen were going 
around and around on the same route, thinking noth 
ing and seeing nothing outside of their own horizon. 
This manufacturer saw 
becoming hide-bound and narrow of vision. He 
arranged at once for a convention, and his aim at this 
convention was to put over the idea of the value of 
getting the bigger viewpoint. He wanted to get his 
salesmen to arrive at a point where they would see 


that his selling force was 


the business with eves focused on something bigger 
than the dollar within easiest reach. He wanted them 
to look beyond the end of their business noses. 

think 
are. 


Traveling salesmen sometimes they are 
than they really They think 
travel about a good deal and see the 
world that they are not narrow in any sense. Well, 
plenty of traveling salesmen are broad-gauge men, 
already men of the widest vision. Such men are not 
in need of any incentive to develop a broader, bigger 
viewpoint. They already have it. There are, however, 
others who do need to be inspired. 

This manufacturer had an unusual proportion of 
the men of narrow road for him, and 
ke did the right thing in bringing them together and 
selling them on the importance of looking farther and 
higher and taking in more of the field they 
looked. That his plan was successful is evidenced by 
the way his business has stood up since general con 
ditions have been unfavorable. He has continued to 
expand while others have been contracting. 


broader gauged 
| 
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vision on the 


when 


\s a salesman you can continue to expand in ability 
and selling power whether business is good or bad. 
You can develop until your viewpoint is bigger and 
embraces a wider field and bigger operations. Or 

and stay 
you are until increasing age takes the props 
from under your selling ability. 

The manufacturer mentioned above set his men 
thinking along big lines by showing them the world 
as a market for the house product. 
vassing foreign countries at the time, but was growing 
into that field rather slowly. To these salesmen he 


you can maintain the present narrow limit 
where 


He was not can- 





By Frank Farrington 


Getting the Bigger Viewpoint 
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d: monstrated the opportunities for world growth and 
the unlimited demand for the product when the field 
should have been opened overseas. The idea was not 
that this would necessarily make it possible for John 
Smith, traveling out of Indianapolis, to sell more of 
the product in his field, though world-wide popularity 
for the product would have a definite tendency to 
increase and intensify use at home. The idea was that 
when John Smith began to think of his line as a world 
wide product, used everywhere, it would look more 
important to him. As he thought of the world as its 
market, rather than the states of the middle west, his 
conception of the importance of the buisness would 
PTOW. 

And John Smith might be the type of man who 
would like to climb up the selling staff until he could 
Win a position as an overseas representative. He 
might feel that he would like to be a foreign repre 
sentative and that, in that big, expanding business, 
there was unlimited opportunity if he wanted to take 
acvantage of it. 

When this group of salesmen was shown the plans 
for the development of the business, for its continued 
growth and upbuilding, they took a greater pride in 
the business they represented. They realized better 
how ambitious the management was to make the 
business succeed. 

So one thing that resulted from the convention was 
that it made the selling force think more about the 
luisness—imade them give more thought to the force 
behind them. 

When a salesman gets to the point where he thinks 
of his job only in terms of his commissions, only in 
terms of the number of made, he needs to be 
inspired to a broader view of the thing. He needs to 
have his outlook widened if he is going to become a 
very great success. 

You know how it is 
represent small 
with a narrow 


sales 


with the little fellows who 
They carry a narrow line 
They visit the small 
dealers or users in a small territory. They know very 
little outside of their line. They know relatively little 
about their line. They are accustomed only to small 


concerns, 


range of prices. 


decals, and they expect small orders. They may in a 
vague way wish they could get big orders, 
think only in terras of small orders 

These little, narrow-tread small 
from lack of opportunities. Opportunities are wide- 
spread enough. They have opportunities to show pros 
pects how 
ised to advantage. 


a. | 
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but they 


salesmen are not 


larger quantities of their product can be 
rmy - 

\ They ha 

larger users. They even have the opportunity to mak« 

and tie up to a and better house. 

The trouble is that these little fellows have not cared 

to develop their ability beyond a certain point. They 
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Latest Important Offerings 


of 
The CHICAGO Line 


—that complete line of Power Transmission Appliances, including many Ball Bearing Specialties. 


The MARVEL 
Steel Hanger 


Lineshaft and 
Countershaft Types 








One Third the Weight 
of Cast Iron 





Rigid, Light, Strong, 
Unbreakable 


LINESHAFT TYPE COUNTERSHAFT TYPE 





ill sizes up to and including Made in any size required, or 
3” shaft x 24" drop furnished as part of complete 
countershafts 


The DAGGETT Ball Bearing Hanger Box 





Removes the last objection to ball bearings for lineshaft usage 


Because— 
It will fit any standard lineshaft hanger on the market. 
wf 3 3 f 


Power Transmission Dealers should know about our re-sale proposition. 


THE CHICAGO PULLEY & SHAFTING CO. 


Factory: 


Chicago Wisconsin 








Menomonee Falls, 
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have fixed on an ideal that did not take them up very 
far, and when they got to be that good, they thought 
they were good enough. They had not had the bigger 
viewpoint that would have shown them how much 
they lacked of having achieved real success as success 
goes in a big way. 

Is your viewpoint big enough? Are you using your 
chances to survey the breadth of your territory, the 
field for your product, the field for your own efforts, 
in its biggest sense ? 

You know what you think of the local business man 
who keeps his nose right to the grindstone and never 
looks up to see what is going on in the world. He 
does not know how big the country 1s or what a great 
wealth of opportunity it offers. He reads in the news- 
papers talk about billion dollar enterprises and about 
millionai-es, but all that means little to him, because 
he has not seen what those tremendous sums mean 
when transmuted into energy and material substances. 
He plods along at his little business and is perhaps 
satisfied, or fairly well satisfied. 

You never think of a traveling salesman as being 
that kind of a man, do you? And yet some of them 
are so. They do not stick right in one town all the 
while, but they carry their grindstones with them and 
keep their noses on them just the same. 

Here is a man who sells wood pulleys, and he thinks 
of nothing but wood pulleys, and, more than that, he 
thinks of nothing but his own make of wood pulleys. 
Is that man going to know how to meet competition, 
how to talk to the buyer who prefers some other make 
ci pulleys? Is he going to be able to come to a wood 
pulley prospect and show him just why he should buy 
this particular pulley, or why, for his individual needs, 
it has advantages over steel or iron pulleys? 

This wood pulley man needs to know all other 
kinds of pulleys, and how they operate. He ought to 
know everything he can learn about the business inter- 
ests of each prospective customer, in order that he 
may approach such prospects with suggestions regard 
ing other phases of their business than the pulley 
phase, to the end that he may win their good will and 
make them willing to talk with him. He ought to 
know something about all the kinds of business inter- 
ests he encounters among customers. He ought to be 
intelligent upon business in general, in order that, 
when a prospect asks, “How is business in the East?” 
he can give something more than a perfunctory reply 
that tells the inquirer nothing he did not know. 

The traveling salesman is expected by the stationary 
business man to be in touch with conditions over a 
wide territory, and prospective buyers are very likely 
to ask him questions about many things. To be able 
tc give intelligent replies, the salesman must have a 
bigger outlook than that which includes only his own 
pulleys. He must know what is going on in the 
business world and why. 

“How is business?” is a common enough question. 
The narrow-tread salesman is likely to complain if 
business is not good, and voice his complaint loudly. 
The men who do the most of the kicking about hard 
times are the little fellows who see nothing back of 
their own personal situation. If we had a big war, 
and if it was so tremendous and so far-reaching in its 
influences that it takes a few years to get over it, 
those little fellows forget about the bigness of the war 
and see only the dull times in business. They have no 
thought that they are in any way a part of business 


conditions or that they can help them or that they 
should try. They are among those who need that 
advice of Vice-President Coolidge to the effect that 
instead of looking constantly to Washington to correct 
conditions, we should put our own 


shoulders to 
wheel. 


the 

Hard times are something we always expect to be 
remedied by somebody else, and lately we seem to 
have decided that the somebody else ought to be 
Washington. The narrow-tread, nose-to-the-grind 
stone salesman should get his nose up once in a while 
and take a look around. He ought to take a few days 
off, away from the grindstone entirely, seeing what 
others in other lines of business see. He ought to 
broaden his interests and make himself more of what 
Ir. Johnson called “clubable.” Such a quality as that, 
the quality of being able to mingle with other men 
and give pleasure by one’s society, is a quality that 
will go a long way toward bringing about a willingness 
on the part of buyers to fraternize. 

Men who have only a narrow vision are never really 
big men. A man cannot go through business life 
looking neither to the right nor to the left. Selling 
goods, pulleys or anything else, is not that type of a 
highly specialized occupation. We can leave it to the 
scientists to follow their noses and nothing else. It is 
up to us who are to make good selling mill supplies 
to see everything in sight that may possibly have a 
bearing on what we sell, on those to whom we sell, 
on the use of what we sell. We cannot think exclu- 
sively of our own side of the proposition, because it is 
the other fellow who must be pleased if we are going 
to make money selling to him. 

So I advise every mill supplies salesman to stand 
up in his seat and take a big, wide look around every 
now and then, and note what comes within scope of 
his vision, and then, after sitting down again, think 
over what he has The thinking part of the 
proposition is just as important as the looking part. 
There is no advantage in a man getting the bigger 
viewpoint if he does nothing but stare around with a 
vacant gaze which carries nothing of what he sees into 
his mind. 


seen. 


The more business men get the bigger viewpoint, 
the more they will see the importance of working— 
co-operating with other men to create opportunities 
for all. It is getting the bigger viewpoint that 1s 
going to help bring business back to normal, that is 
to give us a bigger share of the foreign trade, 
that is going to advance salesmen and all other classes 
of business men toward the point of greatest efficiency 
and satisfaction. 


going 


—tor 


New Publication Issued 


Motor Service, an independent international tech- 
nical publication devoted exclusively to the repair, 
manufacture, and maintenance of trucks, tractors, 
pleasure cars, marine motors, aircraft, motorcycles, 
taxicabs, motorbuses, and all other mechanisms actu- 
ated or propelled by internal combustion engines has 
been published by Ambrose Bower, Chicago, late 
western (Chicago) manager of American Machinist 
It is edited by John V. Hunter, formerly western 
editor of American Machinist, and is distributed monthly 
to machine shops and motor service stations in the United 
States and foreign countries. 
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Accurate automatic 
pressure regulation 
is assured by the use of 


CRANE 





No. 963 


| Pressure Regulators 


The prevailing use of high steam veloci- 
ties and the use of superheat has greatly 
increased the need of automatic regula- 
tion of steam and air pressures. 


One Crane Pressure Regulator of the 
proper capacity, will perform the entire re- 
duction regardless of the difference between 
initial and reduced pressures. 











| You are cordially invited when in Atlantic City to make the Crane 
Exhibit Rooms (1105-1107 Boardwalk) your headquarters. We 





| will be glad to receive any mail addressed to you in our care. | 





SALES OFFICES, WAREHOUSES AND SHOWROOMS: 





WORKS: CHICAGO AND BRIDGEPORT 





BOSTON ATLANTIC CITY MEMPHIS INDIANAPOLIS ST. PAUL SEATTLE 
SPRINGFIELD NEWARK LITTLE ROCK DETROIT MINNEAPOLIS TACOMA 
HARTFORD CAMDEN MUSKOGEE FOUNDED BY A. T. CRANE, 1866 CHICAGO WINONA PORTLAND 
5] R 
{ BRIDGEPORT BALTIMORE TULSA ROCKFORD DULUTH POCATELLO 
} ROCHESTER WASHINGTON Gatien: aie CRAN E CO OSHKOSH SALT LAKE CITY 
‘ NEW YORK SYRACUSE ® GRAND RAPIDS FARGO OGDEN 
FFALO WICHITA WATERTOWN 
| ante rips 836 SO. MICHIGAN AVE, DAVENPORT pe 
ALBANY SAVANNAH ST. LOUIS DES MOINES ABERDEEN SACRAMENTO 
| BROOKLYN ATLANTA KANSAS CITY CHICAGO OMAHA GREAT FALLS OAKLAND 
PHILADELPHIA KNOXVILLE TERRE HAUTE SIOUX CITY BILLINGS SAN FRANCISCO 
READING BIRMINGHAM CINCINNATI MANKATO SPOKANE LOS ANGELES 
CRANE MONTREAL, TORONTO, VANCOUVER, WINNIPEG. CRANE-BENNETT, LTD. 
LIMITED CALGARY, REGINA, HALIFAX, OTTAWA, LONDON, ENG. 
e are manufacturers of about 29,000 articles, including valves, pipe fittings and steam specialties, made of brass, iron, ferrosteel 


| pressures and all purposes,and are distributors of pipe, heating and plumbing materials. 
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Manufacturer’s Bulletin Boards Help Workers 


‘Pye AC 
A PILL 





Close Understanding Between Employer and Employe Is Brought 
About by Timely Announcements of Local Interest to Both 


In these days of scientific factory management and 
attention to the “human element” in business, the prob 
lem of bringing the employer and employe and _ the 
employe and his foreman into a better understanding 
of their mutual difficulties and interests—a problem as 
complex as the demands of human nature—is_ being 
solved successfully. they will tell you to a man, at the 
\lamo Iron Works, San Antonio, Texas, where machin- 
ery and supplies for the mill, mine, power plant and 
contractor are manufactured. Here, altruism in business 
goes hand in hand. 

Within the last few months the life of the plant, the 
thought and purpose of the workers, as well as officials, 
from the foreman to the highest executives, has found 
an expression which has proved a stimulus to the many 
altruistic enterprises within the shops. This medium is 
an originally managed bulletin board system, to which 
the entire force has become an eager contributor, and 
supplants a bulletin system furnished by an eastern serv- 
ice in use at this plant last vear. George C. Holmgreen, 
vice-president of the plant, and EF. 
tendent, are its originators. 

From the start the bulletin svstem was a popular 
innovation. It developed an interest in the shops that 
had long been neglected. 

Wit, philosophy, admonition, news—everything that 
has to do with the affairs of the Alamo Iron Works and 
the big family of workers—is material for the boards. 
The “jewel” boxes, one for each board wherein contri- 
butions are dropped, are filled to overflowing each week, 
and frequently the bulletin committee, appointed each 
month and composed of three shopmen and one man 


H. Trick, superin- 


from the office, has to debate for some time to make a 
selection that does not exclude some of the worthy 
offerings. Suggestions for safety and reducing of indus- 
trial hazards are passed on to the central safety com- 
mittee composed of the superintendent of the plant, the 
foreman of the gas engine department, assistant foreman 
of the machine department, and the foreman of the 
carpenter shop. 

The bulletin board system had not been running long 
before many unsuspected talents among the men became 
known. For example, a wood turner who volunteered 


.to make printed placards of the better mottoes to be put 


on the board was discovered to be a painter of no mean 
ability. Let an amusing situation or incident attract his 
attention in any department and almost unfailingly it 
appears on the bulletin boards in the shape of a cartoon 
within the next few days. 

Terse, epitomatic mottoes and admonitions seem to be 
the favorites of most of the men. Here are a few sam 
ples of this line of work: . 

“We cannot ourselves find happiness unless we have 
taught others the way.” 

“The chap who can forget his troubles is wealthier 
than he who remembers them.” 

“The way to be happy is to take what vou get and do 
what you can with it.” 

The bulletin boards also carry clippings from current 
magazines. The choice of the committees seem to lean 
toward brief, terse editorials. Then there are a few 
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pictures and once in a while a bit of humor clipped from 
a humorous periodical. Most of the humor, though, 
originates in the plant. 

Safety slogans are always conspicuous on the boards. 
Perhaps this is one reason why the state board of 
insurance examiners, working under the Workmen’s 
Compensation Act, has recently declared that the Alamo 
Iron Works, from the standpoint of safety, is as nearly 
perfect as it is possible for a plant to be. 

The reports of the regular plant inspectors are put on 
the bulletin boards, in part. Each week a man is 
appointed as an inspector. He goes all over the plant, 
looking at machinery, stairways, inspecting the lighting 
arrangements, the sanitary appliances and looking out 
for anything and everything which may be and become 
a menace to the health and safety of the emplove. His 
report goes to the central safety committee, but the por- 
tions which are of interest to the employes are posted 
on the bulletin boards. 

“The bulletin svstem has proved an inspiration,” claims 
Mr. Trick. “We can see its effect growing from day to 
day. We see it in the attitude of the men, their cheerful- 
ness, their increased attention to rules of safety, their 
increasing lovalty. We see it getting hold of the newcom 
ers, and we believe that it is going a long way to help us 
maintain the goal we claim to have reached—the making 
of our plant the best place in Texas in which to work.” 

ter 


VACHINE TOOLS FOR SPAIN 
Spanish Government Advocates Building of Locomotives and 
Cars to Rehabilitate Her Railroads 

American manufacturers and exporters of machine 
tools will be interested in the new shop equipment 
required to build locomotives and cars in Spain in accord- 
ance with the new policies of that government. 

The railway problem in Spain is somewhat similar to 
that in this and other countries. Operating costs have 
risen to the point where freight and passenger rates must 
be increased or some corresponding form of relief dis- 
covered if the roads are to continue to operate. 

Among other efforts the government is making to meet 
the present situation, it has decided to encourage the 
construction of locomotives and cars in Spain, and has 
arranged that when bids are called, the business shall be 
awarded to manufacturers in Spain, provided their price 
does not exceed foreign offers by more than 10 percent. 
In addition to this preference they have increased the 
duty on foreign locomotives and cars; further increases 
are expected. Moreover, Spanish industrial plants, on 
complying with certain formalities, are allowed a reduc 
tion in the import duties charged on all foreign manu 
factured materials needed in the construction of loco 
motives and railway cars. 

As a result of the government’s activities the produc- 
tion in Spain of railway equipment of the class mentioned 
has been greatly stimulated and it is reported that in the 
first six months of this vear, orders have been placed 
for the construction of 5,000 European pattern railway, 
freight, passenger, and baggage cars with 16 different 
Spanish plants in different parts of the country. 
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You don’t have to be on 
‘‘Main Street’’ to sell 


Jenkins Valves 


The place of business of a Jenkins 
dealer or jobber can be on most any 
street, not necessarily the best loca- 
tion, and he will sell a liberal portion 
of the valves used in his town. Jen- 
kins advertising is surely and constant- 
ly circulated in his town, no matter 
where it is, builds up a demand and 
customers set out to buy—not valves, 
but Jenkins Valves. 


The phrase “At supply houses every- 
where,” which appears in each Jenkins 
advertisement directs these buyers to 
the Jenkins dealer or jobber right in 
their own town. If you handle Jen- 
kins Valves, these buyers are going to 
seek you out, they are coming to you 
to buy the valves that they know are 
a standard of dependability and serv- 
ice. 


Follow the Jenkins advertising in the 
Saturday Evening Post, Literary Di- 
gest, House & Garden, and in more 
than 60 trade and technical publica- 
tions—you can gauge what an effec- 
tive source of profit it is to you as a 
Jenkins dealer or jobber. 


JENKINS BROS. 


New York Boston Philadelphia Chceago 


Montreal London Havana 





FACTORIES: 


JENKINS BROs., Limited 


onn.; 


London, England 





If you are a. 


the wrenches you handle get Armstrong 


You realize how easy it is to sell supplies that are 
well known and for which there is a constant demand. 


Consider Armstrong Tools, which are known by most 
every manufacturer, superintendent, purchasing agent 
and mechanic, wherever tools are used. 


They have become standard equipment in many fac- 
tories, so that they sell themselves—you simply fill the 
order. 


There is real satisfaction and of course, some real 
profits, in selling standard goods that create their own 
demand and stay sold. 


Armstrong Tool Holders, Wrenches, Ratchet Drills, 
Dogs and Clamps belong to this class of tools. 


Send for our catalogue B-20 and full in- 
formation about our complete line of tools 
ARMSTRONG BROS. TOOL CO. 


‘*The Tool Holder People’’ 
305 N. Francisco Ave., Chicago, U. S. A. 


If you want tool holders that sell themselves 
get the Armstrong Line 














TRADE MARK REG. IN US. PATENT OFFICE 


eX OOL HOLDERS 
THE WORLD'S 
STANDARD 
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Progressive Manufacturer Extends Pipe Uses 


National Tube Company, Pittsburgh, Develops Process of 
Hammer-Welding to Produce Steel Pipe of Large Diameter 
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Welded steel pipe has so many uses that it would 
seem difficult to add to its field of usefulness. How- 
ever, up to the present time most of this class of pipe 
has been made in comparatively small sizes. Not 


satisfied with this limitation, the National Tube Com- 
pany, Pittsburgh, has developed the process of ham- 
mer-welding to such an extent that it is now producing 
hammer-welded steel pipe in sizes from 24 to 96 inches 
in diameter. 

The pipe is made by bending a steel plate into tubu- 
lar form with the edges overlapping, and then welding 
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NATIONAL HAMMER-WELD PIPE IN STOCK 
the overlapped edges, after they have been heated, by 
hammer-forging them on an anvil block supported on 
a horn inside the pipe. Due to the simplicity of manu- 
facture, in that rivets, projecting ribs and other 
obstructionable features are eliminated a_ relatively 
high efficiency is claimed for hammer-welded pipe. 
The strength and ductility of the material, the sound - 
and smooth-welded seam, the simple and efficient 
types of joint that can be used, make this pipe desira 
ble for almost any purpose requiring pipe of large 
diameter. 

The plates used in the manufacture of this pipe are 
either bent cold, or heated and bent, depending upon 
their thickness. The tubular or cylindrical form is 
obtained by bending the plate on long horizontal rolls, 
ln much the same manner as plates are bent for boiler 
shells and tank construction. However, they are bent 
completely around until the edges overlap to the 
required extent and the proper diameter of the pipe 
is obtained. In certain sizes two or more plates are 
used with similar overlapped edges. Sufficient lap is 
allowed to make sure that the force of the welding 
hammer will be most effective in welding the edges 
together. 


The rough pipe thus obtained is taken to the weld- 
ing machine, where a short section of the overlapped 
edges is heated to a welding temperature by water 
gas burners, placed opposite—inside and outside the 
pipe. After reaching the proper temperature, the 
heated portion of the seam is hammer-forged on an 
anvil supported by a long counterbalanced beam after 
which the contiguous portion is heated and welded. 
These alternate heatings and hammer-forging: 
continued until the entire length of pipe is welded. 

After being welded the pipe is placed in an anneal- 
ing furnace and heated to a certain temperature to 
remove strains and refine the grain. It is then sub- 
rected to another operation on horizontal rolls to round 
up the pipe, straighten it, and remove such scale as 
may have formed during manufacture. When the 
pipe has been welded, annealed and straightened, it is 
given a preliminary inspection. The ends are then 
trimmed to any desired angle or length. Each length 
of pipe is subjected to an internal hydrostatic pressure 
test, the pressure varying from 150 to 2,000 pounds 
per square inch, according to the size and wall thick 
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SECTION OF 40” NATIONAL HAMMER-WELD PIPE 


ness of the pipe and the service for which it is 
intended. After the hydrostatic test, a protective coat- 
ing is applied if required by the purchaser. 

There are various types of joints used in joining 
this pipe. Some of those already proven satisfactory 
are bolted couplings, bell and spigot joints caulked 
with lead or cement, riveted bump joints, flange bell 
and spigot, loose flange and welded flange. Econo- 
mies may be effected by having two or more lengths 
welded end to end at the mill where the pipe is made. 






























Illustration by courtesy of The New Departure 
Manufacturing Co., showing bench presses’ in 
operation at their Elmwood Plant. 


Friction Control Means 
Better Machinery 


We specialize in applying the 
proper type of friction clutch on 
any sort of an_ installation. 
Standard Clutches available 
from stock, and special models 
developed to suit conditions. 











controlling the machines. 


Compare It for First Cost 


Twelve clutches against twelve complete coun- 
tershafts, or twelve individual motors. 


Compare It for Efficiency 


Quick, smooth control against the sluggish tight 
and loose pulley. Or one motor consuming 


current instead of twelve. 


Compare It for Service 


shifted. 


give it a trial. 


It’s a Johnson Line Shaft Drive 


A battery of twelve light presses, all on a bench about 
30 x 5, driven from one line shaft with Johnson Clutches 


Write for our Stock List and Catalog D-R. 








Always In Demand—Constantly In Service 





New York Office San Fran 


94 Reade Street Rialto Building 





incisco Olfice: 


552 W. Washington Blvd. 139 Queen Victoria St., E. C 


SKINNER FACE PLATE JAWS 


Are Profitable to Dealers 


For many operations on machine tools above 
36” diameter, the work can be held to the best 
advantage by Face Plate Jaws bolted to the 
face plate of the machine. 

Skinner Face Plate Jaws are adjustable, full 
nut construction—made of hardened steel and 
reversible. .\djusting screws U. S. Standard 
Thread, insuring unusual gripping power. 
For all ordinary work these jaws with iron 
body insure ample strength. For unusually 
severe service the same type ot jaw with steel 
body gives greater strength. 


Illustrated literature and catalogue on request. 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN,CONN USA 
Established 1887 


Chicago Office London Office : 
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You know the failings of belts—the continual 
attention they require, especially when they are 


If you don’t know Johnson Clutch Service, just 
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Aaron Steele, continuing his talk to the group in his 
Chicago otfice, as told in the October issue of MULL 
SupPLIES, again referred to the blackboard, whereon he 
had placed the words, “Know Yourself.” His audience 
consisted of Salesmanager Teter Monet and many of 
his salesmen, Kobert Mainland, a mill supply dealer in 
Wisconsin and a number of his salesmen, called together 
to discuss their business problems. ‘First of all,” con 
tinued Steele, “I must know what I am. Then I mus: 
carefully function in my class. Just what is my function 
in the distribution of goods’ Till I can answer both 
these questions I can’t advertise intelligently, I can’t even 
sell intelligently. 

“And here is what I am. I started as a junk dealer; 
I bought up a lot of old pipe after that fire on the West 
Side, cleaned it up, straightened it, asphalted the worst 
of it and sold it for exactly what it was—second-hand 
pipe. Naturally | gravitated into buying and selling new 
pipe, then fittings. 
such as valves, well points and so on. 
only a jobber in the broadest 
business. 


Shortly I was selling brass goods, 
But still I was 
classification of mb) 


“Then Mr. Monet and I got to making a few vard 
hydrants. The next step was mill vard hydrants for 
fire protection. You see we were now manufacturers 
on a small scale. Iron pulleys came next—thus we were 
manufacturers of mill supplies—don't laugh, for I am 
telling you not only my own growth in business, but also 
that of most of the big concerns. I forget just when 
the gas engine bug got us, but it sure did get us! Cast 
iron pipe I got into just because I happened to be sore 
at Moses Irons over some trifle or other.” 

At that Peter Monet laughed outright. 

“Laugh away, Peter! We have made some money 
on cast pipe just the same, and it takes a smart man to 
cash in on his grouches, I am thinking.” 

“Tt surely does, Mr. Steele,” put in Robert Mainland, 
“all of mine have cost me money.” 








“Sorry, I always try to keep from the grouch bug till 
I see the dollar sign in the background and getting real 
Occasionally 


close. I can’t wait, and that is generally 





es of entries on the debit side of Prot 
You recall one instance, Peter?” 


followed by a sel 
and Loss. 

“T see triplets, \aron,”” was the salesmanager’s unfeel 
ing response. 

“Possibly, but I don’t. 
in this evolution from junk vard to manufacturer, as I 
have gone through, is being able to tell when to make 
the shift in customers. Just when should I have qui 
selling the consumer to go after the other, but smaller, 
jobbers who were better equipped by location and close: 


However, the great drawback 


knowledge of the particular fields to reach such ultimate 
mines, factories and so on? 1 don’t 
know the exact date, nor even the approximate one. All 
I know is that Veter and I slopped over for several 
yvears—grown-ups trying to masquerade in short clothes, 
when we should have been in long pants. Fortunatel 
we did one day get a picture of ourselves that put us 
wise.” 


consumers as mills 


“That was Moses Irons who held the mirror?” asked 
Monet. 

“Tt was, and the oceasion being when he heard of my 
going into manufacturing cast pipe. ‘It takes men to 
make cast pipe, and vou fellows are only kids! is what 
he said. That cut some, but when it was through hurt 
ing we were grown-ups. We saw we couldn't hog things 
any longer We made 
the big shift, got after such trade as vours, Mr. Main 


had done so too long as it was. 


land, the zone jobber who can work the tield intensivel 
as it should be worked for the good of the industry. 

“But there was another angle that didn’t appeal to us 
till some time later—that of advertising. We kept on 
reaching out in our advertisements for the very custom 
ers we had turned over to vou, Mr. Mainland. Then 
some one kicked us into common sense along that line, 
too. Then, but not till then, were we made manufac- 
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The “Model Star”’ 
Regrinding Valve 





features a combination BRONZE 
DISC which slips on the stem;—no 
lock nut necessary— 


EASY TO REGRIND 
EASY TO RENEW 








POWELL VALVES 


are carefully tested and uncondition- 
ally guaranteed. 


ssw Yer THE WM. POWELL CO. 


POWELL VALVES CINCINNATI, OHIO 








OWELL VALVES 


LOOK 
FOR THIS 
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Victor Balata & Textile Belting 


















Chicago Store: 


Manufacturers of 
167 N. Market St. 


“V.B” (Victor Balata) Belting 


and 

Canvas Stitched Belting 
for 

Transmission — Elevating —Conveying 
also 


Tractor and Thresher Endless Belts 





This is a view of 
our most modern 
factory at Easton, 

° - 
Penna., or 
“The Plant Behind 

the Product” 





We manufacture all of our products from the raw bale of cotton to the finished belt. 
We spin our own yarn and weave our own duck, enabling us to furnish high quality 
belting with uniformity throughout. 





Company 


Main Sales Office: 38 Murray Street, New York, N. Y. 


Factories: 
Easton, Pa. 





We carry tnrge and 
complete stocks for 
immediate shipment 
at our factory, 
branch stores, ware- 
houses and distrib- 
uting agents, and in 
all markets. 

We have a few de- 
sirable territories 
still open. 
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turing-jobbers, reaching out with both our salesmen and 
our advertisements, for your business, Mr. Mainland.” 

Sut it seems to me that there was one step more and 
that you didn’t take till lately,” said Mainland, “that of 
giving to us zone jobbers something in the way of what 
you have called ‘Service.’ ” 

“Go on, Mr. Mainland, you are on the right track, 
and I want to get your angle,” said Aaron Steele, loom 
ing tall in the office, as he saw the other man getting 
something of his own vision. 

“That of helping us to know our customers. From 
your wider touch with the world of business, and through 
the far view, you could better see how those customers, 
the mill man, the mine operator, the factory owner and 
so On might be approached. Better than we could with 
our eyes right up against them. And that sort of service 
from you to us was the third step in your evolution 
from junk dealer to manufacturing-jobber. I am using 
your own definitions of your business, Mr. Steele.” 

“And you are welcome to them, sir. 
we lost sight of the goods after they 
you. We should have watched them 


In other words 
were shipped to 
through to your 


stockroom and into the hands of the consumers. You 
are absolutely right, Mr. Mainland! It isn’t Peter 


Monet’s record of sales made by us that concerns us 
near as vitally as the condition of stock and sales at 
point of consumption. Not in your warehouses, Mr. 
Mainland, for you are not the ultimate point of con 
sumption—but in the mill, the mine, the factory and 
so on. Make a note of that, Phineas, and you, too, 
young men, for that is a most vital point Mr. Mainland 
has brought out.” 

And the ones admonished, did so. 

“Tt isn’t enough for me that I am doing as much 
or more—than my competitors. I must know whether 
I am doing all that conditions warrant. Whether or not 
I am putting my efforts into the right localities at the 
right time.” 

“You don’t let your competitors bother you, Mr. 
Steele,” said one of the salesmen in the Mainland party. 

“What right would I have to be in business if I didn’t 
have competition, sir?’ What fun would there be in 
business if there were no competitors’ I have two 
reports from our salesmanager, Mr. Monet; the one, of 
course, the sales made as to amount in dollars and cents, 
also profits; the others are locality reports from sales 
men in their various territories. That makes of each 
salesman a trained observer. For he has to interview 
bankers, to send in bank clearings, information about 
shutdowns, about strikes—in short he has to give a sort 
of birdseye view of his territory. And the acuteness of 
vision he gets that way reflects in his sales.” 

“It boosts them, you mean,” said Peter Monet. 

“Certainly! It couldn’t lower them, surely! “Aaroa 
Steele’s black eyes looked in sheer surprise clear through 
Peter Monet. Was his salesmanager so poor a student 
of cause and effect!” 

“And how does all 
asked Robert Mainland. 

“Tt has, first of all, driven me into national advertis 
ing. I work that in connection with trade paper adver- 
tising. For a while I cut out trade papers, but that was 
a silly mistake on my part. I want to reach your cus 
tomer, mill man, mine operator, factory owner and so 
on with the idea of Aaron Steele quality. Otherwise 
you might pass me up. That, I accomplish mostly 
through trade papers. I reach you, too, through the 
same medium, but only in part. You T aim to hit by 


this affect your advertising?” 











means of big publications where you know it costs 41 
wad of money to get space. That hits that customer of 
yours, too, Mr. Mainland, to a degree, but best of all 
do I reach him through the trade paper. But it is you 
and such as you I catch by the national advertising- 
the magnitude of it, and the expense of it.” 

“And your own salesmen, too,” suggested Mainland. 

“Oh, I don’t underrate that value for a minute! They 
know they have to be good men to measure up to the 
reputation | have built up in the minds of jobbers, their 
customers and the public at large. Oh, yes, | advertise 
this business to my own employees; to Peter Monet here. 

“We read that ‘no man is a hero to his own valet. 
Which shows that a little advertising is needed to put 
us upon the level our valets feel we-should be on.” 

“But this, Mr. Steele said Mainland, “you 
have made clear your policy of watching the goods 
conditions in the territory—clear through our ware- 
houses to the ultimate consumer, that is my customer. 
That is what you properly call ‘Service.’ But shall I 
try to give Service to my customers and of what nature?” 

“You are already doing that replied Aaron Steele 
with a show of being complimentary, “by being so thor- 
oughly alert in buying the best, that your customers get 
the best from you. And, of course, you are so wide- 
awake a buyer, from reading trade papers as well as 
other business literature, that you have the very latest 
in new devices to offer them.” 

“But in handling my 
plan?” 

“To a certain extent, yes. Now, there is one thing 
I left out mentioning in my plan of getting information 
from my men—that of turning back to my customers, 
you and such as you, whatever data might be of value 
to you. This is a most important point. Tor instance 
I learn from my men, or get the tip in some other way 
that there is to be a new mill built in that pulp region 
along the Mississippi to the north of your town. I am 
to swing that your way at once.” 


now 


salesmen—can I follow your 


going 

“Well then supposing I should get information that 
a lot of mills in that same region were planning to move 
away 2s pulp wood is scarce. Why would it not be + 
service I owed you to swing that information to you?” 

“It would be of service to me, and to the Industry 
at large, Mainland. We mustn’t forget that you and | 

all of us—are members of a big industry, are mem- 
bers of one of the biggest industries in the country. 
That should make us so proud that we will work the 
harder to reconcile these, now, diverging mediums oi 
distribution till they all pull together.” 

“Maybe that is what the hard times are doing,” 
gested Peter Monet. 

“Your advertising will be mostly in the trade papers 
of our Industry and in the trade papers of the various 
industries represented by your customers. That last is 
most important, Mr. Mainland, as you well know and 
have carried out in your diversified mediums. Writing 
copy is the thing in those ads. You will find, Mr. Main 
land, that a certain style will come to you in the phras- 


sug 


ing. Possibly it has been born already. Carry that style 
of copy writing clear through—if it is a constructive 
type—and give your advertisements an individuality. 


That speaks more than words oftentimes.” 
“But there are men who never advertise,” 

Phineas. 
Aaron 


objected 


spun around. “Lucky you didn’t call 
Phineas! For they aren’t that; just 
industry, retarding its growth, just fat- 


Steele 


them ‘jobbers,’ 
barnacles on the 
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|MEDART 


“To Get the Right Start—Equip with A§FRARP”’ & 





a ot the 


Wood Split 
Pulley 


from Stock! 


@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

@ Wire them— phone them—they’ ll go off our 
warehouse racks and on the cars in a jiffy. 

@ You can always get them from stock, and for a 
fair price, at ‘“Medart’s.”” 


MR. SUPPLY DEALER 
{We've been engaged In the Pulley business for 40 years, and we know 
a great deal more about making good pulleys than many other concerns. 
(OUR POLICY In buliding Wood Split Pulleys Is: Cheapness Is 
sulcidal: products must be the best In their class. We wouldn’t think 
of running the silghtest risk of impairing the value of our most 
valued asset—our Good 


GET the ‘“‘MEDART”’ WOOD SPLIT PULLEY from STOCK! 
Medart Patent Pulley Company 
Main Office and Works: St. Louis, Mo. 
Office and Warehouse: 211 Vine St., Cincinnati, Ohio 
Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, 


Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 

















““Chicago Rawhide”’ 
Lace Leather and Cut Lacing 













“SECECTED™ Cut Lacing 
Mote sve ot mamt Se ean MECHANICAL Bmwmacte Lentngr ” 


- cumtet comnom aR RT hn Se 


Made 
from the 
best green 
salted Packer 
Hides. 


RAWHIDE Leath- 

er for Belt Lacing purposes. 
By all means sell a high grade Belt Lacing because 
there is nothing so costly in power transmission as 
poor belt lacings. We know from experience that a 
dealer who will carry a stock of our “‘Chicago Raw- 
hide Selected’”’ Mechanical Belt Lacing will double his 


sales in this line in one year. 


“CHICAGO RAWHIDE?” Lace Leather and Cut Lac- 
ing will give double the service of the ordinary chemi- 
cal rawhide or surface tanned leather. 


OUR PRODUCTS 


include ‘“‘Krome” and Indian Tanned Lace Leather and Cut 
Lacing—Rawhide and “Krome” Fiat Beltings, also Round 

and Twisted Belting—Rawhide Hammers and Mallete— 

ge ag Packings, Cups and U Leathers—Leather Special- 
es, eto. 


If made of leather for hani 





I purposes, we make it. 
Write for Dealer's Terms 





1301 Elston Ave., Chicago 


New England Branch: LEWIS E. TRACY CO., 
7 Broad Street, Boston 





The Chicago Rawhide Mfg. Co. 





























Ten Convincing Selling Points 

1. The Leg is dovetailed inside the foot 

2. It has a perfectly flat Base. 

3. The Foot is substantially reinforced under 
foot bolt 


4. Box smooth 





shaped design, perfectly 
exterior, 
All Rivets are in shear to the greatest 
strain 
Double vertical and double horizontal 
walls in brace 
7. Case Hardened steel set screws 
8. Babbitted and reamed bearings 
9. Vertical Bolts held securely in place; 
very convenient when erecting shafts 
10. Yoke is interlocked on inside of leg 





One Good Article 


Sells Another— 


Building a mill supply business is not a matter of luck 
or accident. 


Success is reached by winning friends 


through the dependable merchandise you sell. 


The Bond line of power transmission equipment has 
helped many a mill supply dealer to succeed. One Bond 
appliance sells another. 
stocks in our warehouse to draw from, combined with 
our service and support, the dealer is placed in a position 
to command the business in his territory. 


With a full line and complete 


Send for catalog 38MS and “Points of Merit,” 
a booklet full of useful selling information. 





MANHEIM, PENNSYLVANIA 


(A FOUNDRY AND MACHINE CO. 
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tening on the rest of us who are enterprising and pro 
gressive. If I had my way there would be a super-tax 
on these chaps who don’t advertise, of no less amount 
than the figure they think they saved. Then on top of 
that they would be penalized by losing business they 
might have had if they had advertised. That's what | 
would do with them. In the words of the Lord High 
xecutioner in the Mikado: ‘Making the punishment fit 
the crime.’ ”’ 

“Then the cataloging of your line to vour customers. 
Some jobbers’ catalogs remind me of the monuments 
up in Graceland cemetery. That’s all they are—jusi 
monuments on which the jobber puts his name. As 
trade breeders, as business builders they aren’t in it. It 
isn't the size of the catalog but the up-to-dateness of it 
that appeals to the buyer. He hasn’t room on his desk 
for our tombstones; and they don’t stay there, either 
The effective catalog is something more than a price list: 
it has to be so gotten up that it is a sort of silent—vet 
pulling—salesman. And it must not be too permaneni 
in its make-up. That suggests lack of up-to-dateness, 
and timeliness is one of an advertiser's best bets.” 

“And they should suggest something more than the 
name of their issuers—” said Peter Monet, “they should 
suggest being part of the business building literature of 
the entire Industry.” 

“For instance?” and with that Aaron Steele put his 
salesmanager on the witness stand—as it were. 


MLL GUPPLIES 





“They 
ventured. 

“Yes?” Aaron Steele wanted more. 

“And they—I am now speaking of the ultimate job 
ber, the one who sells mill supplies to the consumer 
could give a little information about the various lines 
listed, outside of the price and size. Why cast iron pipz 
instead of corrugated in certain kinds of work? Why 
this belt or that? Where this packing and where that 2” 

“You have stated a problem, but aren't quite ready 
with its solution, Peter,” said Aaron Steele, “but there 
are wonderful possibilities in that idea. Your customers, 
Mr. Mainland, aren’t posted the way mine are. And if 
you can give them a little extra information about the 
goods they are needing, that catalog of yours will be on 
their desks all the time.” . 

Robert Mainland was making notes in his memorand:i 
book. 

“Then those sales letters. What a pull they will have 
with that Peter Monet idea catalog, with your up-to-date 
advertisements! Why, man, you will be out of the 
competitive field in no time at all and into that of busi- 
ness building. You will be increasing through your 
various sales efforts—and all roads eventually lead into 
that of selling—the number of units the buyer feels he 
needs. And, men, if all of us could do that, there 
wouldn't be any depression in our line; we would be 
humming along like bee-hives.” 


could say so in a happy preface,” Monet 
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Persistency Plus Strategy Wins for Salesman 


How a Cheerful Smile and a Carefully Laid Plan of Attack 


Helped a Salesman Book an [lisive Order 


RALPH 


When he entered the door the young woman at 
the information desk smiled. It was his fifth call, 
and she was becoming acquainted with him. He 
grinned in reply to the smile, laid his sample case to 
one side, took off his hat and said, “Gee! it sure 1s 
a hot day!" No one disputed his opinion of the 
weather. He sat down on a bench, using his hat for 
a fan, and remarked: “I guess you know my name 
and business by this time—this makes the fifth trip 
I've made to this plant to see the P. A., and he hasn't 
had time to see me yet.” 

The lady at the switchboard smiled again. She 
knew the P. A. and didn’t see much hope for the fifth 
visit. She “plugged in” and said sweetly, “Mr. Jones, 
the salesman from the Marvel Company is here. Will 
you see him?” A moment of silence followed. The 
salesman watched the face of the girl for his answer. 
She pulled out the plugs in a definite sort of way 
which forecast her next few words. “Mr. Jones says 
he will not be able to see you today,” she said. 

An expression of mingled surprise and disgust 
traveled across the salesman’s face. He sat there 
silent for almost a minute. “Well, what do you know 
about that?” he asked of nobody in particular. “I 
sure thought he’d give me a chance today. Why, 
he doesn’t even know what I’ve got to offer.” The 
girl smiled sympathetically—she had been there for 
a.long time, and disappointed salesmen were part of 
the day’s grist. 

The heavy sample case seemed to grow larger as 


Ifter Many Tries 
_BUTZ 


its owner looked at it and then thought of the long, 
hot walk back to the car line, eight blocks away. 
Then he thought of the other trips he’d made with 
out result. And of still another one to come, and 
perhaps others after that. But surely there was some 
way of getting into the buying office--this could not 
go on forever, and besides his sales manager had 
talked to him about this account in particular when 
he was at the home office. 

He stepped up to the desk, smiled at the young 
woman once more, and said, in his most friendly man- 
ner, “Kind lady, it must be done. I’ve been here five 
times to see Mr. Jones, and I know he ought to see 
me now. In fact, today is the one particular day he 
should see me. Will you call him again for me and 
tell him that I want just one minute over the '’phone, 
if he cannot give me a personal hearing?” 

The girl looked doubtful. “But Mr. Jones said he 
couldn't see you today, and I don’t like to bother him 
again,’ she said hesitatingly. 

“I’m not asking to see him this time. I only want 
the privilege of talking to him one minute over the 
‘phone. That’s quite another thing from seeing him, 
isn’t it?” argued the salesman. 

The operator had her doubts, but once more she 
put the plugs in and rang Mr. Jones. The faint sound 
of the bell came back to the salesman. He had cast 
the dice of persistency and waited, almost breath 
lessly, to see how they rolled. The girl put the ques- 
tion to the man on the other end of the wire. There 






























MULTI-SERVICE 


VEN the word “multi-service” fails to 

adequately describe the long wearing 
qualities of COCHECO BELTING. More 
than twenty years of satisfactory service have 
been obtained from COCHECO BELTS by 
many users. And still this supreme quality 
belting costs but little more than ordinary 






BELTING 


Quality Belting 
Since 1842 
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belting! 







When figured on a “length of service per dol- 
lar invested” basis, COCHECO BELTING is 
the most economical and satisfactory belting 
obtainable. This belting is taken from the 
center part of heavy, carefully selected butts— 
the part of the hide recognized as the toughest © 
and most highly efficient for belting purposes. 













COCHECO BELTING is the result of 78 
years of solving belt problems. This accumu- 
lated knowledge is at your service to help you 


to greater efficiency. 
- “Sy 


| Y \ ; \ \\\ 





Write us your problems today 
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was a period of silence. The girl wondered, for 
usually the purchasing agent didn’t hesitate before 
replying. Evidently this proposal was something 
different. Then suddenly the young woman smiled 
broadly, pulled out one plug, put in another, and, 
pointing to a transmitter on the counter, said, “He'll 
give you the minute.” 

Now, a minute is a very short time. You're talking 
fairly fast when you use a hundred words in that 
length of time. The salesman knew what his message 
was to be before he started. He’d planned it out 
while he sat there on the bench cogitating over the 
fifth refusal to see him. He had his munitions all 
manufactured and close by the gun. He only wanted 
the range, and when the signal came he was all 
prepared to hit. 

“Mr. Jones,” he began, “the salesmen traveling for 
your company must have hearings before they can 
sell the goods manufactured in this plant. When 
they make five calls on a buyer it means that they 
believe him to be a customer well worth having. It’s 


the same with my house. I've been out here five 
times without seeing you, and I’m planning on coming 
again. I want to meet you. I shall not beg you for 
business nor bore you with a Jong selling talk. But 
I have goods which I know you could use, and | 
would not be doing either you or your firm justice if 
1 did not continue the effort to bring them before you. 
Surely you will do by me as you would like someone 
else to do by one of your company’s salesmen. May 
I have the time today?” 

When half an hour later he passed the information 
desk he paused and thanked the girl for her part in 
the booking of the very good order he had in his 
pocket. She had certainly been of particular assist 
ance, and the courtesy was not to be forgotten. The 
eight blocks back to the car line were so short that 
the salesman was there before he knew it, and the 
good old sample case seemed to grow lighter instead 
of heavier. When he dropped his order envelope in 
the hotel mail box that night he grinned at the clerk 
and remarked, “Well, this has been some day.” 


First Person Salesmanship an Important Factor 
Success it Business Very Often Depends Upon the Ability of a 


Salesman to Thoroughly Sell Himsclf to His Prospective Employer 


LESTER G. 


A business man of my acquaintance, who has filled 
« salaried position of importance with acceptability, 
found himself out of a job some three months ago. 
The firm for which he worked found it absolutely 
necessary to cut down expenses, and so the organiza 
tion was reduced at every possible point. 

Our friend, whom we will call Richmond, was much 
depressed and quite inclined to pity himself, and to 
lcok upon the situation as decidedly unfair to him. 
In the latter attitude of mind he was right, for he 
had been loyal and a hard worker. 

Nevertheless the situation was just as it was, and 
the wise thing to do was to make the best of it. 
Richmond made a few efforts to get another position. 
He wrote to several firms, and he interviewed some 
people whom he thought might have influence. He 
was offered a couple of jobs at less money than he 
had been receiving, but he was not willing to lower 
his dignity to the extent of accepting these. 

To be perfectly honest, he was a little bit vain and 
proud—and he was plain seared. He didn’t want to 
let his friends think that he was earning less than he 
had ever earned, and he didn’t dare stay where he 
was and fight for a place. 

So hz: went out into the country and with his savings 
bought a small farm. He knows nothing about farm 
ing, and he is under the mistaken impression that he 
is going to be sure of a good living. He will work as 
he never worked before, and he has all his training 
to get. He is not drawn to agricultural pursuits, and 
is not likely to be happy. 

He fell down because he didn’t know how to sell his 
own services. He should have advertised and hustled 
and taken the best thing in sight, using it as a stepping 
stone when the time came to the sort of a job that he 
covets. He should have gone after possible openings 
in his own line until he connected. 


HERBERT 


A business man who was shrewd and clean of life 
and record has conducted a modestly prosperous place 
for about eighteen years. He often wonders why he 
has seen neighbors and competitors outdistance him 
with no better opportunities than he has. 

This man is very quiet. 
he has grown older. 


He has grown quieter as 
He belongs to no clubs. He 
rarely goes to church. He does not take part in the 
local Business Men’s Association or the activities of 
the Chamber of Commerce, and while he is quiet and 
kindly beneath his own roof, he makes little conversa 
tion with people. He is really not at all well known, 
and if you were to ask anyone about his standing, 
that person would look vague and say that he is one 
of the smaller business men of the place. He pays 
his bills and has a car, but seldom mixes with people 
in any way. 

On several occasions he has lost out because he did 
not know what was to happen in the way of business 
changes. For example, he was located next to a 
trolley station, and it was not until it was announced 
in the newspaper that the trolley station would be 
moved a couple of blocks away that he became aware 
of the fact that he was to be left stranded in a part of 
the business street which would now be almost 
deserted. 

If he had been a member of some one of the working 
organizations of his town he would have known about 
this proposed change in ample time and could have 
governed himself accordingly. His seclusion and dis 
inclination to interest himself in the people about him 
has cost him a lot of money, and he is bitter because 
he feels that he is not appreciated. This is really 
unfair, for he has no one but himself to blame for the 
situation. 

He has been a poor salesman concerning his own 
ebility, business judgment, dependability, and per- 
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No matter what kind of work 
you have to do with a blower 
or vacuum pump, you want it 
to be noiseless, don’t you? 
How can a machine be noise- 
less unless it’s built with pre- 
cision ? 


uN BLOWERS “ 
VACUUM “2 


are made in this way. They're 
made a little bit more carefully 
than it would seem necessary 
——a little too much old fash- 
ioned care is taken in produc- 
ing them than seems necessary. 
We know it’s better in the long 
run because we have been 
making good machinery for 
35 years. If the machine you 
now use does not satisfy you, 
we offer ours—and we do it 
confidently. 


For Air, Gas, Gasoline, | oz. 
to 10 lbs. | to 20 inches 


vacuum. 





Thousands are operating auto- 
matic machines. They're 
tucked away out of sight, but 
they re there—the heart of the 
automatic. 


CATALOG O 
LIEMAN BROS. 81 WALKER ST. NEW YORK 


MAKERS OF GOOD MACHINERY FOR 35 YEARS 
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sonal charm. He has never sold himself well, and 
doubtless he never will. 
* * * x * 

\ man by the name of Humphrey came from a 
tewn of 700 inhabitants—little more than a hamlet. 
He reached the Big City with about $50 and without 
any acquaintances or business connections. 

Before he leit the Little Town he had taken pains 
te get a first-class letter of reference from the man 
for whom he had worked for three years, the post 
master, the minister of the church which he attended, 
the principals of the schools he attended as a child; 
from a writer rather well known who had his summer 
home in the Little Town; from and the 
icading physician of the town. 

The young man took all these references and copied 
them in suitable form on a single long sheet of good 


his banke1 


quality paper. At the bottom of this sheet he wrote 
these paragraphs and signed them himself: 
1 am a stranger to you, and in order that 
you may have a few facets by way of intro 


duction, | have obtained the above reeommen 


dations from who know me_ well. 
Some of these people have known me from 
childhood, and while you do not know them, 
the positions which they hold in their own 
home community are a their 


character and integrity 


people 


guarantee of 
at least. 

It is my hope that these good words from 
different friends and acquaintances may be 
convincing to you, for while one or two might 
err in judgment, it is scarcely likely that all 
would conspire to speak well of me without 


my having gained their good opinion and 
merited their confidence. 

Any farther than this I cannot say, but | 
shall be glad to show you that I can be 
earnest and faithful in duties intrusted to my 
It will be my pleasure to prove that | 
am capable of carrying responsibility and of 
measuring up in any position which | under- 
take to fill. 


Care. 


This sheet he had neatly typewritten and copied a 
number of times. The copies were placed in clean, 
envelopes. He obtained a where 
were modest, and he neat but 
inexpensive places. He saw to it was care 
fully groomed all of the time. 
Y.M.C.A. and 
ot the desk. 
He was referred to a business man of standing in 
consequence, and inside of 24 hours he had located a 
perfectly fine position, for he offered to pay the charge 
of telegraphic verification as to the identity of any of 
those signatures written. 
with him. 
Poday he 


new, long room 
ate at 
that he 
Ile went to a 


this sheet to the 


expenses 


local 


gave a Copy ot math 


He carried the originals 


is a partner in the business, for he 
never bluffed, and he always made a point of deliver 
ing more services than his contract called for, just a 
few extra helps for good measure. 

Humphrey 
well, and he 
chapter. He 


sold himself 
will go on doing it to the end of the 
doesn't make the mistake, either, of 
selling the same goods over and over, for he keeps 
adding to his stock of personal efficiency, and this 1s 
hound to count. 


has succeeded because he 


S ae 


Every Salesman an Editor 


Careful ::diting May Serve as a Guide to Selling 


A few days ago a former editor, now a salesman, 
addressed a number of his erstwhile and 
paralleled the work he is now doing with the work 
he used to do. 


associates 


Phe comparison works both ways. 

Consider the editor of a business magazine, a daily 
newspaper or popular magazine. His readers are his 
customers, his publication his merchandise, and him 
self a salesman. These three factors, mer 
chandise, and salesmen, enter into each and every sale. 
The analogy is obvious. Every salesman has a story 
te tell about his merchandise, that is, his publication. 
Hle tells that story to its readers, his customers. 
Just like any editor. 

Every editor knows that to induce his readers to 
action, to accept his printed ideas, he must first attract 
their attention. Second, he must arouse their interest. 
Third, he must create a desire on their part to possess 
these ideas. So, too, with every salesman —he, like 
the editor, must attract the prospective purchaser’s 
attention, not by gaudy colored ties or uftra-stylish 
clothes, but by a genuine attention-getting enthusiasm 
in his product. 

If an editor wishes to sell his readers on some pat 
ticular phase of a subject he writes an editorial on it. 
A news story or special feature article might not be 
of enough interest, or of too great length to warrant 
its being read, or, if read, it might not be believed, 
but an editorial has, or ought to have, that enthusiasm 
about it which attracts attention and stamps it as 


customerys, 


How ? 


authentic, although it is only an opinion or gives 
alleged facts. A with a certain article to 
sell will make a personal call on his customer, show 
him the article, and make editorial comment on it. 
hic will not only give the bare facts pertaining to its 
origin, use and price, but will weave about these facts 
editorial comment-——arguments which will convince. 
A salesman, like some editors, is sometimes handi 
capped in his presentation to his audience of that 
which he knows about his goods and what he con 
siders of value to the prospective purchaser, because 
vo! precedent. This precedent often plays a too impor- 
tant part in the conduct of one’s business life. For 
example, an editor years back may have conformed to 
an editorial poliey which at that time may have been 
the most profitable. Now, though conditions have 
altered, he or his successor fears to change with the 
times because of precedent. “We have always done 
thus and so,” he will contend, “and as our readers 
are used to and satisfied with this policy, why change ?” 
In like manner the salesman will argue: “I have 
always pursued the same policy my predecessor has, 


salesman 


my customers seem satishied, so why run the risk of 
incurring their disfavor by changing?’ Thus prece 
dent and its influence may result in a loss of readers 
to the editor and customers to the salesman. A wide 
awake editor or salesman will conform his policies to 
the dictates of the hour, and, while not entirely 
disregarding precedent, will progress with the times. 
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The “Why” of Gandy Superiority 
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K ‘Genay the true representation of Gandy belt before 


Gandy users is a duty of definite value and importance | 
to the Gandy dealer. | 
There is a perfectly sound reason for the superiority of 
Gandy stitched cotton duck belting. That reason is being 
told, month by month, to the buyers of belting. 
Full particulars of dealer contracts will be sent upon 
request to established dealers. | 
THE | 


GANDY BELTING COMPANY 


MAIN OFFICE AND FACTORY: 7S7 WEST PRATT ST., BALTIMORE, MD. 
NEW : = 
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| Advertising a Profession 


Is the Mill Supply Jobber’s 


With the announcement of the selection of this, that, 
or the other man who has devoted all his time and energy 
to advertising, as advertising manager of some large 
manufacturing plant or retail establishment, comes the 
realization that advertising in its execution and prac 
tice is coming more and more to be a profession; that 
manufacturers and retailers as a rule hire professional 
advertising men as their advertising managers. Very 
likely it is because of this that the advertising of the 
producer and retailer to the consumer has reached a 
higher stage of development than in any other field. 

In the movement of goods from industry to industry, 
however, personal salesmanship is supposed to be the 
most important factor, with advertising usually used as 
a secondary influence. For this reason jobber adver 
tising has not been so highly developed. The adver- 
tising of a mill supply dealer-jobber has often been 
shunted off on some over-worked executive who felt 
that some advertising really should be indulged in 
occasionally, for no special reason other than that it was 
supposed to be the proper thing provided that it didn’t 
cost too much. 

The professional man of the manu 
facturer and retailer, versed in all the tricks of the 
trade, has been fairly successful in his endeavor to secure 
orders for his firm. 

What can the mill supply distributor’s advertising 
manager do to speed things up? Where can he exchange 
thoughts with others and get ideas of value in his up-hili 
game? . 


advertising 


Well, he might go to his local advertising club and 
get many good general ideas, but usually those there 
would be talking about how to get retailers to put up 
their window displays or lure the housewife into the 
grocery store, or other similar problems which are for 
eign to the immediate problems of the jobber advertiser. 

If the mill supply man’s house is an isolated one, or 
the town is small and there is no advertising club there, 
the advertising manager is left to his own devices. There 
are, as far as we know, no advertising clubs for the 
jobber’s advertising manager. 

About the only thing left then for him to do is help 
himself. In this there are two methods of procedure: 
He may make a study of the subject himself, or he may 
turn to one who has made such a study for instruction. 

Should he elect to study the subject, he will find an 
unlimited number of books on the subject, magazines 
limiting the nature of their contents to this field, and 
trade publications in his field with articles from time 
to time on general or specific phases of jobbet 
advertising. 

Of these, if he makes his selections with care, he 
will find a number which will have a direct bearing on 
his problems, and he will be able to enhance his 
theoretical knowledge of the subject to an appreciable 
degree. This knowledge if applied in his daily work, 
will bring about results, which, if recorded and studied 
with due regard to attendant circumstances, will give 
him practical knowledge which should prove of inval 
uable assistance and serve as a guide to future endeavors. 

Should he decide to get his knowledge second hand, 
from an acknowledged authority on the subject. and 
it is usually conceded that this is the most expeditious 


Advertising Manager Keeping Pace? 


way to acquire knowledge of any kind, he must first 
of all pick his authority or authorities. 
two sources ; 
his account; 


Of these there 
first, the catalog compiler soliciting 
the publication soliciting his 


are 
second, 
advertising. 

The average “account solicitor” of a catalog compiler 
usually has a wealth of information about his pros- 
pective client’s business, the business of his competitors, 
and a fair advertising. Careful and 
thorough questioning of this man and his brethren by 
the advertising manager of the account solicited will 
elicit a supply of valuable information. This may be 
added to by inviting catalog compilers to solicit the busi- 
ness. Then, if the business is placed with a catalog 
house, it is up to the advertising manager to keep in 
touch with it and, insofar as it affects his catalog, learn 
its methods. 


knowledge of 


The same methods may be employed in dealing with 
local publishers’ representatives. They may be only 
“high pressure” salesmen, but may also know a great 
deal about advertising—-especially about the advertising 
done by the jobber’s competitor. 

After advertising space has been contracted for the 
local publisher is duty bound to render a certain amount 
of service to his advertisers, and the advertising man 
ager can use the years of experience and knowledge 
gained by the publication, in guiding other advertisers, 
to benefit his own ends. 

In this way the jobber’s advertising manager may 
intelligently conceive of advertising as a profession, ma\ 
so acquaint himself with this profession that he becomes 
a professional man, and as such keep pace with the 
professional advertising managers in the other industries. 

tor 
“ON YOUR MARKS! GET SET! GO!” 
How One Mill Supply House Is Getting Ready to Go Into Action 
in the Back to Normalcy Race 

Ever notice a runner throw aside his bathrobe, 
tighten the laces on his shoes, hitch up his belt, give 
the muscles of his legs and arms a few final limbering 
up exercises, fill his lungs with pure fresh air, and 
then go to the mark, ready for the starter’s gun? 

This is all in immediate preparation for his final 
effort and a part of his regular training—but only a 
part. Did you to consider that this final 
preparation was only a small part of his regular train- 
ing for this race? That for weeks he had been prac- 
ticing starts, sprinting for speed, doing distance work 
for endurance, and paying marked attention to the 
coordination between the movements of his arms and 
legs for form? That for months he had been regulat- 
ing his diet, his sleep, his daily life to condition him- 
self? That for years he had been living in a manner 
that would best fit himself for the supreme effort? 

It is history in athletic circles that a race well 
planned is half won, the winning of the other half 
depending upon the training of the athlete. So, too, 
in business, a sales campaign well planned and care- 
fully developed is well on its way toward ultimate 
success. 

Recognition of this fundamental principle has been 
given by Barrett-Christie Company, Chicago, mill 


ever stop 
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Every Transmission 
Appliance 


Our stock embraces everything required in 
the line of power transmission products. 














Pulleys of any diameter to carry any load. 
Hangers, pillow blocks, couplings, friction 
clutches and pulleys, gears in standard sizes 
or cut to specifications, shafting, collars, 
wood and steel pulleys, sprockets and chain. 











Every product represents the highest degree 
of efficiency and quality that it is possible 
to produce. Our large stock enables us to 
supply you with exactly what you need, 
when you need it. 











G. W. P. equipment sells and stays sold. 


Send for catalog. We co-operate to the 
fullest extent with our dealers. 




















GEO. W. PYOTT CO., 


North Ave. & Noble St., Chicago, Ill. 
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supply dealer, in its present preparation for the back 
to normalcy race. 

First, it is getting rid of excess weight—surplus 
stock and slow moving materials. In some instances 
it is taking a loss, but at the same time it is losing 
weight—dead weight. 

Second, it is looking to its speed. Realizing that its 
salesmen will have to cover a larger territory than 
usual to turn in the same volume of orders as were 
turned in during the late period of industrial expan- 
sion, and that time is of great importance in this 
respect, it is furnishing its salesmen with automobiles 
so that no time will be lost between calls in going 
from place to place. So much for the legs of this 
company. 

Third, it is paying marked attention to the coordina 
tion of movement between its arms and legs, or its 


orders and deliveries. It is keeping a close watch on 
its inventory and quickly replacing depleted stocks 
This to secure a maximum efficiency in its deliveries. 

Summing up all its final preparations, it is going 
into the race for business prepared—in perfect condi 
tion. Right now it is pushing its lines of recognized 
merit in the mill supply field—its well advertised lines, 
and also is instructing its salesmen to turn over as 
much of its fast moving stock as possible. Specialties 
seem to have first call. Steam traps, shovels, gauge 
glasses, packing, and leather belting head the list and 
are moving rapidly. As in other fields, there 
always some leaders which pave the way, these items 
effecting an entrance for other lines. All this, of 
course, in connection with the usual routine training 
and efficiency methods of this company. It marks its 
final preparation for the back to normalcy race. 


are 


tor 


Timely Tips From the Field 


Add These Recent Catalogs and Booklets to 


\ 9x16 in. illustrated mailing folder has been sent 
out by the H. W. Clark Co., Mattoon, IIL, describing 
its expansion joint coupling yoke for water meters. 

The Stamp Electric Hoist Co., San Francisco, has 
issued an 8x11 in. mailing folder illustrating and de 
scribing its hoists. 

An 11x17 in. illustrated mailing folder describing 
its line of industrial products which includes many 
different types of equipment used in overhead and 
floor transportation has been sent out by H. D. Conkey 
& Co., Mendota, Ill 

Schlangen Bros. Co., Chicago, has issued a 6x9 in 
illustrated pocket catalog of 39 pages describing its 
line of brass goods. 

The James H. Channon Mig. Co., Chicago, has sent 
out a 6 x9 in., 16 page, illustrated pocket catalog de 
scribing its sanitary clothes hangers. This company 
has also sent out a 6x9 in, illustrated folder describing 
its Tempo shower-washing equipment for industria! 
plants. 

An illustrated mailing folder 11x16 in. has been 
prepared by The Green Equipment Corporation, Chi 
describing its commutator smoothing 
commutator slotter, and “Cyclone” blower. 

The Vertomatic Manufacturing Co., Reading, Pa., 


cago, stone, 


successor to The lLong-Henkel Manufacturing Co., 
has sent out an 11x8 in. illustrated mailing folder 


describing its vertical automatic chucking machines 

The Detroit Machine Tool Co., 6545 St. Antoine 
street, Detroit, formerly the Detroit Tool Co., 1487 
St. Antoine street, has prepared three 8x10 in. illus 
trated mailing folders describing its centerless cylin 
drical grinder, a heavy duty centerless grinder, and 
a semi-automatic five-spindle drilling machine. 

The E. L. Miller Mfg. Co., Kansas City, Mo., has 
sent out a 314x6 in. illustrated mailing folder describ 
ing its line of oil burners for furnaces and stoves. 

A 24-page 9x4 in. illustrated pocket catalog has 
been issued by The Bell Company, Buffalo, describ 
ing its line of screw machine products. 

The Ohio Brass Company, Mansfield, Ohio, has 
issued a 6x8 in. illustrated pocket catalog of 12 pages 
containing reproductions of some of its recent half 
page advertisements which have appeared in trad: 


Your Collection 


papers. This catalog has been sent out to dealers to 
show them what this company is doing for them n 
the way of advertising. It illustrates and describes 
also this company’s line of brass valves. 

The Builders Specialty Co., Chicago, has issued 
4x8 in. illustrated mailing folder describing its “Open 
way Backwater Valve.” 

The Standard Sanitary Mfg. Co., Pittsburgh, 
issucd an 8x10 in. bound catalog of 637 pages illus 
trating and describing in detail its complete line of 
plumbing equipment. This catalog carries a detach 
able price supplement of 52 


has 


pages 

\n 8x11 in. illustrated pocket catalog of 24 pages 
has been issued by the Davis-Bournonville Company, 
Jersey City, describing its complete line of tube weld 
ing machinery and fabricating equipment. It is said 
that this is the first publication issued by a manufac 
turer listing machinery for producing welded tubing 
from commercial steel rolled strip stock, 
and briefly describing the procedure. 

The Saint Louis Machine Tool Co., St. Louis, has 
sent out four bulletins and two mailing folders illus 
trating and describing its grinding, sharpening, 
polishing machinery. 


sheets, or 


and 


\ four-page illustrated mailing folder has been sent 
out by the Modern Pouring Device Co., Port Wash 
ington, Wis., describing its pouring and lifting devices 

Burr’s Damascus Tool Works, Detroit, in a 914x7 
in. illustrated catalog of 34 pages describes it line of 
molder’s tools. 

The Karge Barker Corp., Phoenix, N. Y., has issued 
an illustrated folder 11x14 in. describing the Karge 
system as applied to direct connecting units, line 
shaftings, gears, pulleys, cut-off couplings, clutches, 
automobile and safety clutches for washing machines. 

The Holcomb Safety Garment Co., Chicago, has 
issued a 24-page 3x6 in. illustrated pocket catalog 
describing its line of asbestos and leather garments. 

A 46-page illustrated pocket catalog 8x11 in. has 
been prepared by the M. H. Detrick Company, Chi- 
cago, describing its arches and showing their adapta 
bility to all types of boilers and stokers, special fur 
naces, and oil stills. 
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Play Safe! 
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The only kind of lineshaft equipment 
that you can safely represent is that 
in which provision has been made 
at every point against possible 
weakness. 


In every item of the Jones line, from 
the simplest to the most complex, 
every detail of manufacture receives 
its full share of precise and careful 
attention. 


The Jones flange coupling is one ex- 
ample. It is finished a// over, to 
insure a true periphery and prevent 
vibration, even at high speeds. Bolt 
holes are reamed to receive tight- 
fitting, turned coupling bolts, so that 
there is no lost motion, with the re- 
sulting wear on bearings. 


Examine the smallest and simplest items, and you will see that this policy is 


maintained throughout the entire line. 


Write for complete particulars of our co-operative 
sales and advertising plan for dealers. 


W. A. Jones Foundry & Machine Company 


Main Office and Factory, 4411 West Roosevelt Rd., Chicago 
New York Office and Salesroom, 20 Murray St. 
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Tips From Manufacturers 


New Inventions and Specialties Mark Business Adjustment 


Among the new devices placed on the market 
recently by manufacturers is a portable electric drill 
and grinder manufactured by the Wodack 
Tool Corporation : 


of Chicago. This tool 


Electric 





has several features 
that new, and 
represents a real im- 
provement over pre- 
vious types. The 
exclusive features 
which were pointed 
out by Oscar P. 
Wodack, president 
of the company, in a 
recent conversation, 
include a patented semi-automatic 
throws the electric current off when the operator 
releases his hand from the grip. The brush hold- 
ers, in the motor, are so aranged as to avoid the 
small spaces which usually collect oil and grit. The 
tool is perfectly insulated and has repeatedly been 
placed under water for several minutes, allowed to 
drain, and put to work again without a bit of trouble, 
asatest. Of course the tool, in addition to the above, 
has all of the advantages of the best class of similar 
tools which means that it is of full ball bearing con 
struction and only requires oiling when the carbon 
brushes are changed. 


are 





























switch which 


Every unnecessary nut, screw 
and bolt is rigorously eliminated, reducing annoyance 
of lost units of this type to a minimum. ‘The tool is 
said to deliver about 25 percent more power than is 
indicated by its rating and the buyer is completely 
protected by a most complete and broad guarantee for 
the period of one year after purchase. 

The Star Expansion Bolt Company, New York, has 
recently placed on the market a new spring hammer 
drill. It is said to be particularly 
well adapted to the use of elec- 
tricians, plumbers and similar trades- & 
men for drilling holes in brick, tile : 
or concrete, and has a capacity of 
about an inch per minute in brick or eh 
concrete. The barrel contains a . 
reciprocating plunger or hammer : 
which is thrown rapidly back and 2 
forth by the alternate action of the { 
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ta 
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cam and the tempered steel spiral 
spring so that it strikes a series of 
hard, rapid blows on the drill point 
holder, and consequently cuts a hole | 

in the same manner as a drill and 

hammer, but more rapidly. Worm gear mechanism 
causes the drill point to revolve slowly,. while the 
hammer strikes, assuring a round hole and reducing 
the tendency of the drill to jam in the work. 

Kell & Hoch Co., Inc., Newark, N. J., has recently 
placed on the market a new tailstock centre designed 
for use on every type of engine lathe. This centre 
differs from the dead centre in that it turns with the 
work and is said to speed up work to the full limit 
of the lathe capacity, eliminate friction between work 
and centre, do away with worn or burnt centres, save 


ed 


time through obviating the necessity of regrinding 
centres, do away with the need of lubricating centres 
with oil, vaseline, or grease, prevent enlarged centre 
holes in working particularly soft metals, eliminate 
chattering, and permit work of extreme precision to 
be turned out continuously. 

The Borden Company, Warren, Ohio, has recently 
placed on the market a new ratchet for threading pipe. 
It contains only three working parts, all fully self. 
protected, and has a range of from ane to two inches 
This range can be increased to include 1% to 34 inch, 
if desired, by dropping in a separate die head. 

A friction tapping device said to be capable of tap 
ping holes in the toughest metals, with minimum 
breakage of taps, has been placed on the market by 
the Geometric Tool Co., New Haven, Conn. Its out- 
standing feature is its cone friction drive, controlled 
by directing greater or less pressure on the spindle 
that runs it. 

A very compact little drill of remarkable strength 
which will drill a % in. hole in steel has recently been 
placed on the market by the Lovejoy Tool Works, 
Chicago. This drill weighs only four pounds and is 
furnished with either 110 or 220 volt motor, suitable 
for either direct or alternating current. The control 
switch for this drill is conveniently arranged to oper- 
ate by the thumb, and the drill can be held in one hand 
and has the additional advantage of having its drilling 
point always in plain sight of the operator. It has 
bronze gear, bronze bushing and is said to have ample 
ventilation and ample provision for oiling. 
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Statement of the ownership, management, circulation, etc 


the Act of Congress of August 24, 1912 


: : ’ 
monthly at Chicago, Illinois, for 
County of Cook—s 


» required by 
, of MILL SUPPLIES, published 
October 1, 1921. State of Illinois, 
Ri 

Before me, a Notary Public, in and for the State and county aforesaid, 
personally appeared Clay C. Cooper, who, having been duly sworn ac 
cording to law, deposes and that he is the business manager of 
MILL SUPPLIES, and that the following is, to the best of his knowl 
edge 


Says 





and belief, a true statement of the ownership, management (and 
if a daily paper, the circulation), ete., of the aforesaid publication for 
the date shown in the above caption, required by the Act of August 24 
1912, embodied in section 443, Postal Laws and Regulations, printed 
on the reverse of this form, to-wit: 

‘hat the names and addresses of the publisher, ¢ 
editor, and business managers are: Publisher, The Cr: 


ce, Chicago, Ill.; editor, Clay C. Cooper, Chicago, IIL. ; 











Clay C. Cooper, Chicago, Ill; business manager, Clay C. Cooper, Chi 
cago, Ill. 

2, That the owners are: (Give names and address individual 
owners, or, if a corporation, give its name and the names and addresses 
of stockholders owning or holding 1 per cent or more of the total amount 
of stock. 

E. A. Crawford, Philadelphia, Pa.; B. H. Crawford-McNash, Wheeling 
W. Va.; Clay C. Cooper, Chicago, Il.; Fred Newton Scott, Ann Arbor 
Mich John Trix, Detroit, Mich. 

3. That the known bondholders, mortgagees, and other security holders 
ownirg or holding 1 per cent or more of total amount of bonds, mort 
gages, or other securities are: (If there are none, so state.) None 

4. That the two paragraphs next above, giving the names of the 
owners, stockholders, and security holders, 1 any, contain not only the 
list of stockhoiders and security holders as they appear upon books 
of the company but also, in cases where the stockholder or security 


holder appears upon the books of the company 
other fiduciary relation, the name of the person or corporation for whom 
such trustee 1s acting, is given; also that the said two paragraphs con 
tain statements embracing afhant’s full knowledge and belief as to the 
circumstances and conditions under which stockholders 
holders who do not appear upon the books of the 
hold stock and securities in a capacity other than 
owner; and this affiant has no reason to believe that any other person, 
association, or corporation has any interest direct or indirect in the 
said stock, bonds, or other securities than as so stated by him. 

5. That the average number of copies of each issue of this publication 
sold or distributed, through the mails or otherwise, to paid 
during the six months preceding the date shown above is 
information is required daily publications only.) 
CLAY C. COOPER, 

Business Manager. 
first dav of October, 1921 
ELLA O. KLEIN, 


expires April 9, 1923.) 


as trustee or in any 


and 
company as 
that of a 


security 
trustees, 
bona fide 


subscribers 
- (This 
from 


subscribed before me_ this 


(SEAL) 


Sworn to and 
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commission 

















SS 


































cans A SOR ESO a NCO 


Built for the Work 


DUXBAK NUTAN is particularly adapted to Generators, Motors, Main Drives, Pumps, Blowers, 
Compressors, or drives where the arc of contact is poor, the belt speed high, load intermittent, or 
working conditions unfavorable. 


Fluctuating and heavy overloads require a belt of considerable elasticity and high tensile strength. 


Insufficient arc of contact on small pulleys running at high speed needs a belt of extreme pliabil- 
ity and having an exceptional frictional surface. 


| DUXBAK NUTAN combines each of these features and its tannage makes it proof against steam, 
| water and heat; also gives it greater resistance to alkalies and acid fumes. DUXBAK NUTAN 
can be boiled without injuring the belt in any way. 

j 

| Let our Service Engineers tell you more about it. 

| 

; 

H 

J 









TRADE MARK 

ore : KANSAS City, Mo. 
New York, N. Y , Newark, N. J. 
A TLANTA, GA in PHILADELPHIA, PA 
Boston Mass ,/ 7° Tanners PitrsBurGH, Pa. 
Con “At 0 du Satt Lake City, U. 
Cr ‘i = I AMD O Belt Manufacturers San Francisco, CAL 
DALLAS, Tex , Main Office and Factory sae WASH. 
DENVER, COLO a ANNERIES: 
sarin ig ste 42 Ferry Street, New York Bristo., TENN. 
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PERSONALS Kdward WNopper, Ir., formerly assistant superintendent ot 
the American Hoist & WDerrick Co., St. Paul, Minn., has 


severed his connection with that concern to become asso- 
ciated as a partner in the H. C. McNair Co., also of St. Paul, 


Robert L. Browne, of the Metal & Thermit Corporation, 
has been transferred from New York City to LGoston 


\. F. Oreutt has resigned as general manager of the agents for manufacturers of steel and railway supplies 
Rivett Lathe & Grinder Co., Brighton, Boston, Mass : ; - i 
3 ms sae Frank W. Trabold, 30 Church street, New York City, for 
“in he a a has “ ag change district manager of the the past twenty vears with J. H. Williams & Co., has severed 
drich Pump Co., 809 Keenan Building, Pittsburgh his connection with the company, of which he was vice 
John F. Wade, superintendent of the Dristol Brass Cor president. Mr. Trabold, since 1909, has been successively 
poration, Bristol, Conn., has been elected mayor of that city sales manager, works manager, general manager and_ vice- 
Arthur E. Hutchinson, who is associated with the Grinnell president and general manager 
Co., has been transferred from Warren, Ohio, to New York H. P. VParrock has resigned as general manaver of the 
City. Lumen Bearing Co.’s plants at Buffalo, N. Y., and Youngs- 
Fred C. Schreiber, formerly with the Stocker-Rumely town, Ohio, but remains on the Youngstown directorate. He 
Wachs Co., Chicago, is now with the Sterling Grinding Will engage in professional work covering the design and 
Wheel Co construction, but more particularly the active operation ol 
a ee ee ee ee ee, men foundries, specializing in brass foundry work He can be 
7 all, b 1 - le c 1 » “ee 2 i RY : 5 ae 
Chicago, is now general manager of the U. S. Lock Nut addre ed at 164 Lanca wes ober: Buffalo 
Corporation Norman Allerdice, superintendent of the open hearth 
Philip A. Houghton, for the past fifteen years purchasing department of the National Tube Co. plant at Lorain, Ohio, 
agent for the Graton & Knight Manufacturing Co., Worces and son of Taylor Allerdice, pci eon ag of the National 


Tube Co., has been made sales manager in the Cleveland and 
Pittsburgh distri Cts, with offices in Pliadhere rh He succeeds 
the late Robert A. Boyle, vice-president of the company 
and manager for that district. H. J. Hair, office manager at 
Pittsburgh, has been appointed district sales manager in 


Mass., has resigned 
Lyle W. Orr, for many years yeneral manager of the 
Modern Tool Co., Erie, Va., has resigned He has no 
inimediate plans for the future 





William R. Singleton is now a member of the western sales Pittsburel 
organization of the Edward R. J adew Co., Inc., with offices ] R. McWane. president of the American Cast Iron Pipe 3 
at 32 South Jefferson street, ine Co., Birmingham, Ala., is the head of a new company to bs 

W. Townsend, formerly district manager of the Aldrich known as the McWane Iron Pipe Co., which will manufac- 
Pump Co., Pittsburgh, Pa., office, has returned to the main ture a patent joint and two and three-inch cast iron pipe. 
plant in Allentown, VPa., as works manager. He will be advisory director of the American company, and 

H. W. Bishop, IJr., formerly in the general sales depart- Will be succeeded as president by J. J. Eagan, of Atlanta, a 
ment of the La Belle Iron Works, Steubenville, Ohio, has former president of the company. Paul A. Ivy, C. D. Barr 
been made sales manager of the Superior Pipe Co. and W. D. Moore have been made vice-presidents of the 
Columbia, Pa. \merican company. 

E. O. Zacharias, formerly master mechanic for the Teavous Fritz R. Lindh, formerly chief engineer of the Graton & | 
Spring Lubricator Co., Cleveland, has accepted a position as Knivht Manufacturing Co., Worcester, Mass., has joined the | 
assistant chief engineer with the Shanklin Manufz cities Co,, sales force of the Chicago Belting Co., Chicago. Mr. Lindh | 
Springfield, Ill. joined the Graton & Knight company in 1920, succeeding Dr. | 

Wison as head of the engineering department, and for the | 


Arthur Cook, cashier of the Kewanee State Savings & | 
Trust Co., has been appointed assistant treasurer of the 
Kewanee Boiler Co., Kewanee, Ill, succeeding the late 


ast six months has been assisting Vance McCarty in sales 
work. With the Chicago Belting Co. he will be in charge 


2 of its Pittsburgh direct factory branch, besides making 
Wallace D. Glidden 5 : e ssc ee , * 
: ‘ : : - personal engineering surveys for many users of belting 
Malcom H. Carpenter, formerly with the Salt Lake City throughout the United States. His headquarters will be in 
branch of the Mine & Smelter Supply Co., Denver, has been care of the Chicago Belting Co., 336 Third avenue, Pittsburgh. 
aseeuatetin sane tt Geane Noes med 3 » Mills pe : Be d 
ippointed manager of branch oftices opened in the Mill William M. Chamberlin has joined the sales department of 


suilding, Sz *rancisco. ] : ; : ¥ 
Building, San Francisco the Maxwell Motor Sales Corporation and Chalmers Motor 


, Edward Coonley, president of the Walworth Manufactur- Co., and will develop, under Arthur E. Barker, better mer- 
ing Co., of Boston, has been selected by Governor Cox oi chandising methods. Mr. Chamberlin has long been inter- 
Massachusetts as chairman of the Massachusetts Committee ested in sales promotion and was prominently connected with 
to Promote Employment many Detroit companies. His most recent connection was 

Joseph Hall, for many years in charge of the plating depart- With the Irving National Bank. At one time he headed the 


ment of Landers, Frary & Clark, New Britain, Conn., has technical advertising agency known as the Chamberlin Com- 
resigned to become supervisor of the plating department of | pany, during which time he handled the accounts of T. B 
the Waterbury Manufacturing Co., Waterbury, Conn. Wood's Sons Co., the Austin & Wright Co., Detroit Twist 
: ; Drill Co., and the Ohio Valley Pulley Works. He was a 
captain in the Quartermaster’s Reserve Corps during the war, 
and was overseas in 1918, returning from Europe with the 
rank of major. 


F. R. Belts, formerly president and manager of the Indian 
Tool & Supply Co., and at one time tool buyer for the Nor- 
dyke & Marmon Co., has been appointed general manager 
of the Franklin Tool Sales Co., recently organized in 
Indianapolis. 


FACTORY ADDITIONS 


A. F. Magnell, for several years publicity manager of the 


New Britain Machine Co., New Britain, Conn., has severed \lliance Machine Co., Alliance, Ohio, is building a forg 
his connections with that company and has several plans shop, 50x250 feet. 

under consideration for the future, but has not yet made a Cameron Motors Corporation, Greenville, Mich., is building 
definite connection a foundry, 80x150 feet. 
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Our Specialties are sold to Jobbers only 


Hanna “Ball Joint” 
Pipe Hanger 


is the 
and 
tronges 


hanger ever made. 


LIUMUVHANUUUUAUN 


Moore & White 
FRICTION, 
CLUTCHES 


The Business Builders 









ONFIDENCE is in- a synonym for good 
spired and profits are wares. In fact, some of 
made by the Dealer when our Clutches have been 
he serves his custumers wearing for 15 to 25 
with thoroughly reliable years and are still holding 
goods. Friction Ciutches 6p. 
play an important part in : 
the business oi the Mill “ree Mr. Mill Supply 
Supply Dealer. Ard it is ealer, the next time you 
a very easy matter to get out amongst the trade, 
handle Clutches that have just make a special effort 
gained a reoutation for to “Moore - Whiteize” 
economy and dependabil- those prospective Clutch 
ity. users whom you _ meet. 
“M. & W.” Friction You’ve got a first class 
Clutches sell easily, as the article and a reliable and 
name Moore & White is square firm back of you. 


@Note the ball and 
socket joint. 

QHanger can swing in 
any direction. 

@Not necessary to re- 
move hanger to raise 
or lower pipe. 





Write for 
“Our Silent Salesman’’ 





Free CataLtocue “C” on Request. Write Us Topay. 


THE MOORE & WHITE CoO. 


Sole Makers 


2711 to 2741 N. 15th St., Philadelphia 


The Penn Engineering Co. 
Philadelphia, Pa. 
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HILL FRICTION CLUTCHES 


SUPERIORITY— The Hill Clutch Co. has unequalled facilities for the 

design and manufacture of friction clutches. For 38 years Hill 

power transmission has been acknowledged to lead all others. 

No other manufacturer has had a wider experience in the 

manufacture of friction clutches, and complete power 

transmission machinery equipment, or a greater 

knowledge of the varying conditions of op- 
eration that must be met. 










EFFICIENCY— The advantages of the 
Smith Type Hill Clutch lie in its un- 
equalled mechanical stability, tre- 
mendous starting power, ease 
of adjustment, and removal 

of wearing parts. 





SEND FOR CATALOG 





Smith Type Hill Friction Cluteh Couplings 
Built Solid and Split in Sizes From 9 H. P. to 1300 H,. P. at 100 R. P. M. 


General Office and Plant THE jy CLUTCH Co. New York Office 


SSS ooHeHSoouHaaaHaHalkoalcs 


CLEVELAND, OHIO 50 Church St. 
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Michigan Sheet Metal Works, Lansing, Mich., is building a 
warehouse and office building. 
The Oshkosh Tractor Co., 
five-story factory, 150x500 feet. 


Oshkosh, Wis., is building a 


Crane Co., Davenport, Iowa, has awarded contract for a 
factory building to cost $85,000. 

Oregon Brass Works, Portland, Ore., is building a foundry 
and warehouse, 50x90 feet, and 40x60 feet. 

Clover Dairy Co., Wilmington, Del., is building a one- 
story service and repair building, 50x80 feet. 

American Spiral Pipe Works, Chicago, plans the erection 
of a two-story plant addition, to cost $60,000. 


Harrisburg Railways Co., Harrisburg, Pa., is building an 


extension to its power plant, to cost $75,000. 

Victor Bearing Co., Indianapolis, Ind., is building a two- 
story factory and office building, 120x151 feet 

A. B. Knight, Fairmont, W. Va., has awarded contract for 
the construction of a two-story machine shop. 

Brownsville Welding & Spring Co., Brownsville, Va., is 
erecting a modern factory building, 38x70 feet. 

Duty Motor Corporation, Elgin, IIl., plans to erect a factory 
building, one-story, 250x250 feet, to cost $70,000 

Smith Engineering Works, Milwaukee, Wis., is erecting a 
one-story plant addition, 75x100 feet, to cost $45,000. 

H. G. Christman & Co., Lansing, Mich., is building a one- 
story addition to the plant of the Atlas Drop Forge Co. 

University of Wisconsin, Madison, Wis., is building an 
addition to its service building. A. Peabody is architect 

A two-story extension, 55x150 feet, is being erected by the 
Stearns Sales Agency, 156 Farwell avenue, Milwaukee, Wis 

Bergstrom Paper Co., Neenah, Wis., is building a two- 
story addition, 40x80 feet, to its machine and millwright shop 

General Iron Works Co., 1720 California street, Denver, 
is building a foundry which with equipment will cost $200,000, 

Plans have been completed by the Universal Stamping 
Machine Co., Stamford, Conn., for a one-story addition, 49x50 
feet. 

‘he Missouri, Kansas & Texas Railroad, Parsons, Kan., is 
building a two-story machine shop, 50x150 feet, to cost 
$50,000, 

Haynes Wire Wheel Works, Inc., Jackson, Mich., 
ing a one-story shop addition, 80x190 feet. 
nianager. 


is build- 
Stanley Porter is 


The Common Council, Pawhuska, Okla., is building several 
extensions to its municipal electric power plant, to cost 
$113,000 

City Ice Co., Kansas City, Mo., is building an ice plant, 
42x80 feet, to cost $75,000. G. Carmen, Gumbell Building, is 
architect 

French Paper Co., Niles, Mich., is building a new power 
house at its plant to cost $75,000, with equipment. J. Parker 
is manager 

United Railway Co., St. Louis, Mo., is building a threc 
story office and re pair shop, to cost $160,000 \. M. Arhelger 
is architect 

The Lash Motor Co., New Britain, Conn., is planning for 
the erection of a three-story service and repair works, to 
cost $50,000 

Plans have been completed by the Columbus Forge & Iron 
Co., Columbus, Ohio, for a drop forging plant, 70x300 feet, to 
cost $50,000 


American Mine Door Co., Canton, Ohio, has awarded con- 
tract for the erection of a one-story factroy, 50x150 feet, to 
cost $75,000 

Save Electric Corporation, New York City, is» planning to 
erect a two-story factory at Toledo, Ohio, 75x350 feet, to 
cost $75,000. 

Illinois Central Railroad, 135 East Eleventh street, Chicago, 
is building a one-story repair shop, 60x200 feet, at Herrin, I1., 
to cost $60,000. 

O. Nebel, 3860 Coral street, Philadelphia, has awarded 
contract for the erection of a three-story knitting mill, 58x215 
feet, to cost $100,000. 

Snearer Furniture Co., 10022 Euclid avenue, Cleveland, has 
awarded contract for the erection of a two-story addition to 
its factory, 30x32 feet. 
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Beloit Iron Works, Beloit, Wis., is building a machine 
and pattern shop, 60x85 feet, at a cost of $50,000. E. H. 
Neese is vice-president. 

Potter Brothers, Malden, Mass., is building a two-story 
automobile repair and service building, 80x115 feet, to cost 
$100,000, with equipment. 


Van Buren Garage, Inc., 179 Ogden avenue, Milwaukee, 
has awarded general contract for a public garage and service 
shop building, 75x100 feet. 

C. E. and I. Cuneo, 23 Fulton avenue, Jersey City, N. J., 
are building a one-story automobile repair and service works, 
100x100 feet, to cost $60,000. 

The Kentucky & West Virginia Power Co., Pikesville, Ky., 
has completed plans for additional power house and trans 
mission for high voltage lines 
Union Electric Light & Power Co., St. Louis, Mo., is 
building several additions to its electric generating plants 
and systems, to cost $1,000,000. - 

Dort Motor Co., 242 Fourth street, Milwaukee, has pur 
chased a site and is having plans prepared for a one-story 
garave and machine shop, 120x122 feet. 

Billinger Dental Co., Omaha, Neb., is building a_ three 
story factory, 50x108 feet, to cost $80,000. C. W. Steinbough, 
Brandies Theater Building, is architect. 

The E. P. Bailey Co., Nitro, W. Va., has completed plans 
for the erection of a one-story foundry and machine shop 
which with equipment will cost $100,000 

The George Haiss Manufacturing Co., Canal Place, New 
York City, manufacturer of coal-handling machinery, is 
building a one-story addition, 34x100 feet. 

The Philadelphia Electrical & Manufacturing Co., 1206 
Thirtieth street, Philadelphia, has acquired an adjoining one 
story building, 62x157 feet, for extensions. 

The North Pole Ice Co., Pittsburgh, has awarded contract 
to Joseps F. Love & Co. for its seven-story addition, 100x192 
feet, to cost $400,000, including machinery 

Masury-Young Co., 196 Milk street, Boston, has awarded 
contract for the construction of a three-story oil testing and 
storage building, 36x75 feet, to cost $40,000. 

Western Pipe & Steel Co., 440 Market street, San Fran- 
cisco, Calif., is building an extension to its plant to be used 
for the manufacture of boilers, steel tanks and pipe 

Frank Pettit Ornamental Iron Works, 805 Master street, 
Philadelphia, has awarded contract to Harry Kuehnlein, 2046 
Trenton avenue, for a two-story addition, 99x108 feet 

Fried & Reineman Packing Co., 1314 Spring Garden avenue, 
Pittsburgh, has awarred contract for the erection of a two 
story packing plant, 40x70 feet. Estimated cost, $50,000. 

The Noves-Buick Co., Springfield, Mass., has awarded con 
tract to Edward Radding for its new one-story automobile 
service and repair works, 100x185 feet, to cost $100,000 

Magnolia Petroleum Co., Dallas, Texas, has completed 
plans for extensions and improvements to its oil plant at 
Groesbeck, Texas, to cost $750,000, including equipment 

Igoe Brothers, Pioneer street, Newark, N. J., manufac- 
turer of wire nails and other wire products, is building a 
one-story addition. A new power house will also be erected. 

Standard Sheet Metal Works, 1184 24th street, Milwaukee, 
Wis., has awarded contract for a new shop, 32x120 feet, to 
cost $20,000. John Madis is president and general manager 

McFarland Foundry & Machine Co., Willow street, Tren 
ton, N. J., has awarded contract for the construction of a 
two-story addition to its foundry, 50x52 feet, to cost $10,000 

Henry Landsheft, 1202 Jefferson street, Buffalo, N. Y 
manufacturer of automobile bodies, has awarded contract to 
the Lackawanna Bridge Co. for a one-story addition, 35x100 


J. T. Jones and J. H. Jones, 2401 Travis street, Dallas, 
Texas, have completed plans for a two-story automobile 
service building, 100x100 feet, to include machine and repair 
shops 


Revere Rubber Co., Chelsea, Mass., manufacturer of mechan- 
ical rubber goods, has awarded contract to the Tredenick 
Co., 10 High street, Boston, for a one-story addition, to cost 
$20,000. . 

McLean & McGinness, 366 Stratford avenue, Pittsburgh, 
manufacturer of wagon parts, is building an extension to its 
plant, 40x100 feet, to cost. $45,000 John H. McLean is 
manager. 

















The illustration shows 
Hot Saw Drive 


Tacony Steel Co., 
Philadelphia 


Test Special Belting 
16 ft. 8% inches long 
10 inches 
Diam. Drive 
inches R.P 
Diam. Driven Pulley 
inches R.P.M. 1800 
Ilorsepower 30 








-but 
TEST SPECIAL 


KUKBERK RELTING 
endured it 


After numerous belting troubles, the Tacony Steel Company of 
Philadelphia finally selected Test Special Rubber Belting for this 
belt-devouring drive—a hot saw cutting nickel chrome steel of great 


density and toughness. 


—other belts lasted one month. 

Test Special Rubber Belting showed an average 

life of three months 
The conditions speak for themselves—a belt traveling over small 
pulleys at 5654 feet per minute—a sudden belt-racking strain when 
the saw bites into the steel—a shower of sparks and steel particles 

BELT KILLING WORK But Test Special proved its worth. 

\nd—consider this—it cost less than the other kind. 


5 . hor 4 lise , 4, +h EU 
of Test Special Belting with copy 


Enginecring sent 


NEW YORK BELTING & PACKING CV. 
MECHANICAL RUBBER GOODS 


New York Boston St. Louis Philadelphia 
Pittsburgh Salt Lake City Chicago San Francisco 


request 
qucst. 
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Valdecker Packing Co., Piqua, Ohio, is building a two 





story addition to its packing plant, 29x49 feet Anders & 
Reimers, Eric Building, Cleveland, are the architects and 
cnemeers 

Davis Transportation Co., Mamaroneck, N. Y¥., has com 
pleted plans fo one-story automobile service and repair 
works for company cars and trucks. The structure will be 
354x100 feet 

The V. Krefli Co.. Eagle River, Wis., is building one 
story brick and concrete machine shop, 60x75 feet, for ma 
facturing automotive equipment. The company was forme 
located at Two Ri ers, Wis 

Polar Wave Ice & Fuel Co., St. Louis, Mo., is having 


construction of a two-story ice 
Muckermon is president. H 
Wainwright Building, is architect 


plans prepared ror the 
to cost $50,000. T. C 


plant, 
G. Clymer, 


Public Works Department, Philadelphia, has awarded con- 
tract to the Robbins Construction Co., 1137 North Front 
street, for a -story machine and repair works, 160x220 
feet, to cost $115,000, including machinery. 


The 


one 
Pennsylvania Railroad Co., Pennsylvania Terminal, 
New York City, is building a one-story reinforced concrete 
coaling and coal-heating building at South Amboy, N. J., 
estimated to cost $100,000, with equipment. 


The State Highway Department, Harrisburg, Pa., has 
awarded contract to the Hughes-Foulkrod Co., Common- 
wealth Building, Philadelphia, for a two-story automobile 


service and repair building, 100x200 feet, to cost $150,000, 

Dombach & Bissinger Motor Co., 113 North Prince street, 
Lancaster, Pa., is building a new machine shop and automo- 
bile service and repair works, to $150,000 
Snyder, 28 North Mary street, is architect and engineer. 

The J. S. Heath Co., 306 West Ontario street, 
manufacturer of structural and ornamental bronze products, 
has awarded contract for the erection of a foundry and 
machine shop, 100x108 feet, at Waukegan, Ill, at a 
$100,000. 

The MacSim Bar Paper Co., vo, Mich., is building a 
one-story power plant, 80x140 feet, to cost $300,000, including 
Billingham & Cobb, Press Building, Kalamazoo, 


cost Grover S 


Chicago, 


cost ot 
Otse 


machinery 


are architects \. B. Thomas is president and general 
manager. 
J. Morrell & Co., Ottumwa, Towa, packers, are having 


plans prepared for the erection of a four-story plant, 102x182 
feet, and a four story smokehouse, feet. Estimated 
cost, $500,000. Henschein & McLarsen, 37 West Van Buren 
street, Chicago, are architects 

The R. Hardesty Manufacturing Co., 1833 Market street, 
Denver, Colo., manufacturer of metal products, is building 
two additions, both one-story, 100x160 feet and $120x160 feet, 
to cost $90,000, including machinery. C. S. Lambie, Tramway 
Building, is architect and engineer. 

National Stamping & Electric Works, 424 South Clinton 
street, has purchased the land, buildings and equipment of 
the Lindstrom-Smith Co., 3213 West Lake street. The pres- 
ent plant is one-story, 135x250 feet, and the new owners will 
erect an additional building, 130x155 feet. 

Union Transfer Co., 1004 Spring Garden street, Philadel- 
phia, is building a one-story automobile service and repair 
works, 105x105 feet, with extensions, 60x150 feet, at Atlantic 
City, N. J., for company trucks and cars. C. J. Mitchell, 129 
South Fifteenth street, Philadelphia, is architect. 


52x55 


Fraser, Brace & Co., 32 Pearl street, New York, has taken 
a contract for a new hydroelectric generating plant at Great 
Falls, Winnipeg River, Man., to cost $5,000,000, including 
machinery and equipment. It will be owned and operated 
by the Manitoba Power Co., Ltd., Winnipeg. 

The Chicago Roller Co., 554 West Harrison street, Chi- 
cago, manufacturer of printers’ rollers, has awarded contract 
to W. I. Thompson, 5103 Euclid avenue, Cleveland, for the 
erection of a new two-story and basement plant in Cleveland, 
to cost $100,000, with machinery. The company has a plant 
in Cleveland at 1297 East Sixth street. 


NEW FACTORIES 


Durant Motor Co. of California, Oakland, Calif., is build- 
ing a plant, 800x800 feet, to cost $700,000. 





Tank & Pipe Co., San Francisco, Calif., is planning 
Angeles. 


Pacific 
the erection of a new plant at Los 

The Greene-Schaw Co., Berkeley, Calif., is building a 
plant and will engage in the manufacture of couplings. 


new 
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\lHegan Casket Co., Allegan, Mich., recently organized, has 
purchased a site and will erect a factory, 100x100 feet 

Marion Metallic Vault Co., Marion, Ohio, has purchased 
a site and will erect a plant for the manufacture of metallic 
vaults. 

The Corweg Shuttle Valve Motors Co., Atlantic City, N. J., 
is building a new. three-story plant, 100x200 feet, to cost 
$200,000 

Phe Stryker Kno-N-Wood Products Co., Memphis, Tenn 
has bought a four-acre site, on which it is planning to erect 

new plant 

Imperial Ice & Development Co., El Centro, Cali is 
building a new ice-manufacturing and refrigerating plant, to 
cost $250,000 

KF. R. Lawson, Nowata, Okla., is having plans prepared 
for a two-story ice-manutacturing plant at Coffeyville, Kan., 
to cost $100,000 

C. A. Werble, Charleston, W. Va., is_planning the erection 
of a new factory at Huntington, W. Va., for the manufacture 
of plated ware products 

Great Western Meter Co., Oakland, Calif., is building a 
plant at Emeryville, Calif., in which it plans to manufacture 
meters. Estimated cost, $125,000 

The Holeproot Hosiery Co., 41 Fourth street, Milwaukee, 
Wis., has awarded contract for the erection of a three-story 
factory, 458x150 feet, to cost $100,000 

Peris Soap Products Co., South Sheridan street, Johns 
town, Pa. is planning the erection of a three-story soay 
factory, 8Ox320 fee t, to cost $150,000 

City Engineering Department, Lansing, Mich., is building § 
a new municipal hydro-electric generating plant, to cost | 
$1,600,000 J \. Parsons its city clerk. | 

4 ‘'T1 , > ' 

N. Thorbus, Brantwood, Wis., manufacturer of knives and 
surgical instruments, is negotiating for a site at Ladysmith, | 
Wis., where it intends to erect a new plant ; 

Brunett Heating System, Inc., a Minnesota corporation, i 
capitalized at $1,200,000, has purchased a site at Rice Lake, Jf 
Wis., on which it will erect a factory group i 

The H. M. Reynolds Shingle Co., 640 Chestnut street, | 
Grand Rapids, Mich., is building a new three-story and 
basement plant, 60x350 feet, to cost $100,000 i 

Signal Mountain Portland Cement Co., James Building, | 
Chattanooga, Tenn., is building a new plant to cost $500,000, | 
including machinery. Ralph Dow is manager. i 

Henryetta Glass & Manufacturing Co., Henryetta, Okla., is 
building a new plant to manutacture globes and kindred ] 
products. H. L. Chambers is secretary and treasurer : 

Tillamook County Box & Manufacturing Co., Tillamook, 
Ore., recently organized, is erecting a new plant at Twin 
Rocks, Ore., to cost $50,000. Frank Readon is manager 

The M. & G. Co., Allentown, Pa., has awarded contract 
for the erection of a three-story, 134x156, and a two-story, 
50x112 feet, ice cream factory. Estimated cost, $500,000. 

The Board of Education, 155 College street, Toronto, Ont., 
has awarded contract for the erection of a one and thre« 
story technical school in Riverdale. Estimated cost, $800,000 

Niagara Falls Felt & Paper Co., Niagara Falls, N. Y., is | 
building a new plant to cost $300,000. The company is a | 
reorganization of the Kingston Paper Co., Little Falls, N. Y 

Waterway Paper Products Co. is building a plant at 3201) f 
South Kedzie avenue, Chicago, at a cost of $150,000. Frank D. | 
Chase, Inc., 645 North Michigan avenue, is in charge of the | 
work. 

United States Lock-Nut Corporation, 400 South Michigan | 
avenue, Chicago, is building a plant in the vicinity of Pitts- | 
burgh to manufacture special lock-nuts. Estimated cost, | 
$250,000. : 

i 

Rainier Manufacturing Co., Rainier, Wash., recently organ- } 
ized with a capital stock of $1,000,000, to manufacture sash i 
doors, etc., has started work on its new six-unit plant, to cost J 


$500,000. 


Lee Building, Kansas City, Mo., is build 


A. L. Williams 


Superior Ice Co., 
ing a new three-story plant to cost $145,000. 


is manager. Bb. B. Ryan, company address, is architect and 
engineer. 
Ferro Enamel Supply Co., 1101 Swetland Building, Cleve- 


land, manufacturer of enameling ovens and other equipment, 
is building a branch plant at St. Louis R. i i 
president 


Veaver is 
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LAY =: BROOMS 


A Mean Sweeping Efficiency 


LAY BROOMS are built for serv- 
ice and they give it. 


Always sweep clean because of their 
large perfect sweeping tips. 


You will be more than satisfied with 
the service and satisfaction you get 
from Lay Brooms. 








Buy LAY BROOMS and solve your 
sweeping problems. 


D 
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Reduce your Sweeping Cost 50% by 
specifying Lay Metal Case Brooms. 
Qur forty years’ experience in mak- 
ing brooms has developed a broom 
that grows in satisfaction as the years 
go by. 


Our brooms are absolutely guaran- 
teed as to material and workmanship 
and “hold their shape until worn to a 
stub.” 


DURATEX Special Black 
| DURATEX Red Stitched Canvas 


Quality Belting 


Merchants who bought Lay Brooms 
forty years ago continue to send us 
their orders with time-like regularity. 











Send us your orders and join the 
Legion of satisfied users of Lay 
Brooms. 





DURATEX SPECIAL—Resistant to heat, 
steam, acids, waterproof and has extra grip 
to pulleys. Unexcelled for outside work. 


DURATEX RED — Extra strong and — so 
heavy, very flexible and remains everlast- Made 
ingly soft and pliable. 


We know our Product. We want YOU 
to know it. Give us the opportunity of 
serving you. 





Absolutely 
Guaranteed 





Write us for name of our Distributor in 
your territory. 


Republic Belting Co., Inc. 


BALTIMORE, MD. 


(Manufacturers of the Quality Belting) 
“Standard for forty years.” 


Catalogue No. 816 on request. 


The Joseph Lay Company 


Ridgeville, Indiana 





Originators of the Metal Case Broom 
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California-Mexican Oil & Refining Co., Los Angeles, Calif., 
is planning the erection of a new refinery at Long 
Calif., to cost $500,000, including machinery. Vernon 
is Manager. 

W. A. Jones, Mount Holly, N. J., is building a two-story 
service and automobile repair plant, 100x200 feet, to cost 
$75,000. Folsom & Stanton, 10 South 18th street, Philadel 
phia, are architects 


Beach, 
Dumas 


Stonecrete Corporation, Pittsburgh, has acquired property 
at Cheswick, with 1100 feet frontage along the Allegheny 
river, as a site for a new plant to manufacture concrete forms 
and similar products 


Standard Stoneware Co., Chester, Wash., is planning the 
erection of a new factory to manufacture sanitary stoneware 
products, to cost in excess of $75,000, including machinery 
Paul Seidel is president 

Brewer Manufacturing Co., Manitowoc, Wis., manufac- 
turer of piano benches and optical office supplies and cabi- 
nets, has purchased a new site and will build a factory and 
power plant, 60x120 feet. 

The Richard French Iron Works, Worcester, Mass., has 
acquired property at Millbury, Mass., for the erection of its 
new plant The first unit will be one-story, 65x150 feet 
Raymond Tracy is president. 

Herre Brothers, Harrisburg, Pa., manufacturer of heating 
specialties, has acquired property which it will use as a site 
for a new factory to manufacture sheet metal products 
Paul F. Herre will be in charge 

Universal Roller Bearing Co., Norfolk, Va., recently organ 
ized with a capital stock of $500,000, is planning for the erec 
tion of a factory to manufacture roller and ball bearings 
Charles I. Lott, Norfolk, is vice-president 

The Luick Ice Cream Co., Milwaukee, Wis., is building a 
new ice cream factory and cold storage buildings, to cost 
about $100,000, including new engines, boilers and refrigerat- 
ing machinery. William F. Luick is president. 


Haines, Jones & Cadbury, Inc., 1136 Ridge avenue, Phil 
adelphia, manufacturer of steam fittings and plumbing sup- 
plies, is building new three-story and basement building, 


60x150 feet, at Charlotte, N. C., for a branch works 








Horace T. Potts & Co., 316 North Third street, Philadel 
phia, manufacturer of iron and steel products, has awarded 
contract to the Wilham Steele & Sons Co. for the erection 
of a new plant to cost $450,000, including equipment 


Paras 
land, Md . hz 
Cumberland, for 
building will | 
president 

\merican Valve & Tank Co., Indianapolis, Ind., 
a new site at Mars Hill, the 

Che first building to be ] 
be 50x150 feet and contain a porcelain enameling department 


on Motor Co., First National Bank Building, Cumbe1 
is awarded general contract to William J. Morley, 
j The m 


Blake 1S 


erection of its new 
168x480 feet 


the 
-story, 


plant 


Philip W 


ain 
rc One 





plant on a four-acr¢ 


suburb of Indianapolis erected 


C. C. Wedding is president. 

Ruggles & Rademaker, 381] River street, Manistee, Mich., 
is building a new salt plant, to cost $1,000,000, including 
machinery and equipment. The plant will include a power 
house, machine shop and other buildings F, W. Perkins, 
company address, is architect and engineer 

Winton Engine Works, 2116 West 106th street, Cleveland, 


Ohio, is planning the erection of a new plant at Wilmington, 
Los Angeles, Calif., to manufacture Diesel engines and parts. 
It will comprise a foundry, machine shop and assembling 
works. J. H. Kain, Los Angeles, is local representative. 


The Austin Co., Cleveland, has been awarded contract for 
a new foundry for the Standard Sanitary Manufacturing (¢ 
at New Brighton, Pa. The contract also includes the demo 
tion of existing buildings, the designing and construction of 
special platform features, and the foundations for sand blast 
equipment 


Oo 
] 
‘> 


560 Jackson avenue, Long 
manufacturer of automobile bodies, has 
the former works of the United States 
Engineering Corporation, recently acquired by the Schwab 
Industrial Terminal Co., at Kearney, N. J., for the establish- 
ment of a new plant. 


The Martin-Parry Corporation, 
Island City, N.Y: 


leased a section of 


The Kelly & Jones Co., Pittsburgh, manufacturer of valves 
and pipe fittings, has purchased a two-story brick and con 
crete building at 2436 West 15th street, and is erecting an 


addtional building, 70x200 feet, to be erected on land contain- 
ing an area of about 80,000 square feet. The complete plant 
will cost in $500,000, including machinery and 
equipment 


excess of 


A merger has been effected of Canadian and English inter- 
ests by the Diamond Match Co., 111 Broadway, New York 
City, and plans have been completed for the establishment 
of a large manufacturing plant at Pembroke, Ont., to cost in 
excess of $500,000, including machinery. The affiliated com- 
panies include the Maguire, Patterson & Palmer Co., Pem 
broke, Ont., and Bryand & May, Ltd., London, England 


INCREASED CAPITAL 





The Slaton Light & Power Co., Slaton, Texas, has increased 
its capital stock from $15,000 to $25,000. 


The capital stock of the Haverhill Gas Light 
hill, Mass., has been increased by $146,250 


Co., Haver- 


The capital stock of the Detroit Motors Co., 


Trenton, N. J., 
has been increased from $150,000 to $1,000,000 


Manufacturing Co., Canton, Ohio, announces 


increase in capital stock from $10,000 to $100,000 


Berger an 
Atlantis Mining Co., Providence, R. I., announces an 
increase in capital stock from $325,000 to $500,000 


The capital stock of the Curran Motor Radiator Co., Balti 
more, Md., has been increased from $50,000 to $500,000 

The capital stock of the Oliphant Coal & Coke Co., Union- 
town, Pa., has been increased from $100,000 to $250,000. 

The Whitlock Coil Pipe Co., West Hartford, Conn., 
recently added $50,000 to the capital stock of the company 

The Marblette Refrigerator Manufacturiug Co., Cincinnati, 


Ohio, announces an increase in capital stock from $10,000 to 
$110,000 





The capital stock of the Harris-Brockman Manufacturing 
Co., Greenville, S. C., has been increased from $6,000 to 
S200 U0u 

The Winslow Boiler & Engineering Co., 208 South La 
Salle street, Chicago, announces an increase in capital stock 
from $100,000 to $150,000 

The capital stock of the Woonsocket Heddle Co., Provi 
dence, R ie has been increased from 500 shares without pal 
value to 1500 shares of no par value stock, and $20,000 
pre f« rr¢ d stock 

Commercial Mining Co., Connellsville, Pa., has increased 


its capital stock to $500,000 and is planning for the 
tion of a new electrical equipment and 
coal properties at Sergeant, 


installa- 
other machinery at its 
Ky. 


The Southern Gypsum Co., North Holston, Va., recently 
increased its capital stock to $750,000 for expansion. The 
company is planning for the installation of new crushing 
machinery and other equipment Frank A. Wilder is 
president 

The Unit Motor Co., 115 West 13th street, Kansas City, 
Mo., manufacturer of automobile equipment and _ parts, 
recently increased its capital from $2,000,000 to $5,000,000, 


for expansion and the installation of additional 


and equipment 


machinery 


Utah Steel Corporation, Salt Lake City, Utah, announces 
an increase in capital stock from $750,000 to $5,000,000, and 
plans to build several extensions to its present mulls, 
ing a new blast furnace and sheet steel mill. M.S 
is general manager 

The Dauber-Bell Machine Co., Oshkosh, Wis., recently 
increased its capitalization from $75,C00 to $100,000 and 


includ- 
Rosenblatt 


changed its corporate title to the Bell Machine Co. The 
company manufactures special machinery and metal and 
woodworking tools 

The capital stock of the Brown-Hutchinson Iron Works, 


Detroit, has been increased from $150,000 to $300,000, a 
portion of which will be used for expansion of its business 
Atlas Machine Works, Detroit, announces an 


capital stock from $5,000 to $150,000 


increase in 
The Portland Railway, Light & Power Co., Portland, Ore., 
recently has increased its capital stock from $35,000,000 to 
$47,500,000 and is now arranging for a bond $10,- 
000.000, a portion of which is to be used for additions and 
improvements to its plant, including the erection of a new 
hydroelectric generating plant on the Clackamas River. 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


e 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 

weather and many thousands have been in use for years without requiring repairs. 

When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 














Pe j# i ~ae The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 









SOLD BY ALL JOBBERS 


Pe J0S.A. VOGEL COMPANY 


; Wilmington, Delaware 
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PULLING ORDERS FOR YOU  <danu. 
DURAPUL BELT- TREATMENT "Oa . 


is sold under our 


Free Trial Guaranty 

WE BACK YOU 

WILL YOU BACK DURAPUL? 
NO RISK FOR YOU 


ASK US HOW 


AMERICAN AGRAMID CORPORATION 
Flushing, New York 


















We have customers who have been buying from 
us for thirty-three years. Better join our family. 


The next time you need any Engine and Boiler Trimmings, Plumbers’ 
Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 
ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc., mail your order to 


THE McRAE & ROBERTS CO. DETROIT, MICHIGAN 


Long Distance Phone—-Cedar 74 
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NEW INCORPORATIONS 


Mulcott Belting Co.. New York City, by L. C. Stern, W M. 
Smith and M. Lippman. 

Self-Lock Nut Co., Constantine, Mich., $125,000. Incorporators 
include A. FE. Trachsel. 

New England Iron & Metal Co., Springfield, Mass., $25,000 
Barney Finkelhoff is treasurer. 

Bridges Wheel Corporation, Texarkana, Ark., $100,000 
Incorporators include A. J. Kizer. 

Industrial Gas Co., Dunbar, Va., $2,000,000, by F. P. Grosscup, 
\. D. McCormick and W. H. Hover. 

Federal Carbonic Gas Co., Jersey City, N. J., $500,000, by R. EF 
Sullivan, T. J. Burke and F. FE. Taylor. 

Dalite Lamp Co., Jersey City, N. J., $50,000, by Augusta 
Carrell, Warren Dixon and Elizabeth Carell. 
porators include A, L. Franklin and James A. Miller. 


\uto Accessories Manufacturing Co., Detroit, Mich., $25,000 
Incorporators include Svend Raasted, 1637 Seneca street. 


Standard Scale & Fixture Co., Tampa, Fla., $50,000. Incor 


Superb Radiator Co., Youngsville, Pa., $50,000, to manufacture 
heating equipment. C. P. Cloak, Youngsville, is treasurer. 

The Berg Tool & Manufacturing Co., Duluth, Minn., 
$25,000, by Earl W. Brooks, John F. Jensen and M. Berg. 

The Key-Free Lock Co., New York City, $400,000, by J. A 
Lingren, I. W. Gunya and M. A. Barney, 154 Nassau street 

Universal Wire Co., New York City, $20,000. Incorporators : 
L. Hudson, F. W. Wilson and B. L. Brandner, 15. William street. 

\merican Appliance Co., New York City, $250,000, by A. K. 
Porter, W. A. Bergen and W. S. Symington, Syracuse, N.Y. 


General 





Yank Corporation, Brooklyn, N. Y., $10,000, by L 
Fuerstem, A. A. Scheri and J. W. Winkler, 31 Nassau street. 

Walden Improved Wrench Co., Worcester, Mass., $99,000, 
by Edmund R. Cummins, Charles Higginbotham and Fred EF 
Walden. 

\utomatic Wrench Co., Newark, N. J., $10,000 Incor- 
porators: John J. MacAndrew, Frank Smith and Mary Mac 
\ndrew 

Abel Auto Lock Manufacturing Co., New York City, $150,000. 
Incorporators: R. Coleman, F. J. Gannon and F. L. Hackenburg, 
2601 Broadway 

Atmospheric Heat & Power Co., Biddeford, Me., $1,000,000, 
by E. K. Snow, Secarboro, Me.; George I}. Gordon and 
John A. Snow. 

The Carbondale Manufacturing Co., Inc.. New York City, 
$200,000, to manufacture abrasives. It is represented by J. F. Me 
Davitt, 149 Bri adway 

Michigan Engineering & Manufacturing Co., Bay City, Mich., 
$20,000, to manufacture metal factory equipment. —Incorporators 
include Zenas KE. Ce'by. 

Verto Products Co., Pawtucket, R. [., $200,000, to manufacture 
machinery Incorporators melude Darius Goff, 1 Homestead 
avenue, Pawtucket, R. I. 

Williams Machinery Co., Texarkana, Ark., $30,000, to 
manufacture farm machinery. Incorporators: T. Y. Barlow, 
John T. Davis and W. H. Plate. 

\luminum Flux Co., Rhinelander, Wis., $15,000, to manufacturs 
metal specialties, solder and fluxes. Incorporators: William 
Solus, F. E. Wood and F. H. Piehl. 

Nitro Manufacturing & Mine Supply Co., Nitro, W. Va 
$200,000, to manufacture mine cars, chutes and_ tipples 
Incorporators include C. R. Morgan. 


Clark Cylinder Regrinding Co., Racine, Wis., $25,000, to build 
and repair automotive engines. Incorporators: John Clark, 
Joseph Keidel and Leonard P. Baumblatt. 

Van Blerck Motor Service Co., Philadelphia, to manufacture 
and repair gasoline engines. The company is represented by 
Harry M. McCaughey, 1011 Chestnut street. 

Truck Grip Chain Co., New York City, $50,000, by E. W. 
Learing, L. Mockridge and R. I. Brons. The company is repre- 
sented by Hills & Hills, 54 Nassau street. 

Automotive Utilities Corporation, Detroit, Mich., $25,000, to 
manufacturer automobile parts. Incorporators include Thomas 
T. Hollinger, 408 Detroit Savings Bank Building. 

Acme Manufacturing Association, Wilmington, Del., $2,000,000, 
to manufacture refrigerating machinery and ice equipment. It is 
represented by the Capital Trust Co., Dover, Del. 


T. L. Robinson & Co., Inc., 1458 West Kinzie street, Chicago, 
$5,000, to manufacture metal specialties. Incorporators: John 
Stresser, Richard C. Luhman and Robert J. Pyne. 


Sullivan Boiler & Manufacturing Co., Sullivan, Ind., 
$90,000, to manufacture heating specialties. Incorporators: 


W. T. Mellott, C. H. Bedwell and J. W Lindley. 


Loveland-Buffalo Corporation, Buffalo, $1,500,000, to manufac- 
ture automobile engines and parts. It is represented by the United 
States Cx rporation, 65 Cedar street, New York City. 

Leavitt-Newton Co., Wilmington, Del., $160,000, to manufac- 
ture machinery and tools. It is represented by the Corporation 
Trust Co. of America, du Pont Building, Wilmington, 


Wonder Tractor of Canada, Ltd., Montreal, Quebec, $90,000, 
to manufacture agricultural implements. Incorporators: 
Leonard Heald, T. 3. Calder and Sydney B. Tomley 


Standard Railway Fuse Corporation, New York City, $50,000, 
by FE. D. Purcell, P. H. Miller and G. E. Mc@lure. The company 
is represented in Newmark & Miller, 154 Nassau street 


Penn Rubber Ball Corporation, Philadelphia, $5,000,000, to man- 
ufacture rubber products. The company is represented by the 
Corporation Guarantee & Trust Co., Land Title Building. 

Condon Bearing & Supply Co., Pittsburgh, is being organ 
ized to manufacture machine bearings The company i 


represented by Dalzell, Fisher & Dalzell, 450 Fourth avenue 


Canadian Irrigation, Ltd., Toronto, Ontario, Canada, 
$30,000, to manufacture irrigation machinery and equipment 


Incorporators include John F. Boland and Charles H. Bowyer 


Fibre Tire & Rubber Corporation, New York City, $3,000,000, 
to manufacture automobile tires and other rubber goods It 
represented by the United States Corporati 
street 


1s 


m Co., 65 Cedar 





\ngster-Stringer Co., Newark, N. J.. $106,000, to manufacture 
heating equipment and supplies. — Incorporators Edward | 
\ngster, John H. Stringer and William A. Stringer, 224 Badger 
avenue. 


Charter Gas Engine Co., 9 Wallace street, Sterling, Ill. 
$107,800, to manufacture gas and gasoline engines. Incorporators 
William S. McCloy, Arthur | Haglunl and William A 


Robinson, 


Napier Saw Works, Ine., Middletown, N. Y., $100,000, by \W 
E.. Cross, Ww. P Jette ry and J. H. Greene, Middletown. It is re » 
resented by Cornell, Lockwood & Jeffrey, 2 Rector street, New 
York City. , 

IN« vstone Kefractories ¢ O.. Wilmi on, Del., S600,000, to mat 
re blocks and other refrac 
tories. It is represented by the Corporation Service Co., 
Wilmington 








ufacture firebrick, furnace hnings, 


Cyl-Lap Products Co., Baltimore, Md., $1,500,000, to manu- 
facture abrasive products. Incorporators Michael S. Coan, 
David L. Schiller and Robert F. Leach, Jr., Central Savings 
Jank Building 





General Metal & Refining Co., Milwaukee. Wis., $10,000, to do 
a general business in refining and dealing in metals and metal 
products. Incorporaters: Elias Roos, Louis Roos and Sol Sedak, 
794 Stowell avenue 


Hudson Skylight and Roofing Works, Inc., Bayonne, N. J.. 
$50,000, to manufacture sheet metal products. Incorporators : 
Emil Dannacher, 8 West 27th street. Bayonne, N. J.; John Shea 
and Samuel Bachner. 


Michigan Fire Door Co., Detriot, has been incorporated to 
manufacture metallic doors and sash. Incorporators: Wilbert 
H. Meagher, George F. Nordman and Clarence W. Meagher. 
4218 Eighteenth street. 


Sanitary Equipment & Manufacturing Co., New York City, 
$100,000, to manufacture sanitary appliances and equipment. 
Incorporators: C. D. Klauber, T. A. Stopford and Harry 
Dublisky, 302 Broadway. 


Berglof Rotary Gas Engine Patents, Inc., Buffalo, $50,000, to 
manufacture gas engines and parts. Incorporators include K 
Berglof and W. C. Vincent, Buffalo. It is represented by 
Raymond C. Voghy, Morgan Building. 


National Generator Co., New York City, $500,000, to manu- 
facture steam generating equipment. Incorporators: S. Null, 
W. W. Harris and W. C. Swift. The company is represented 
by W. J. Bloch, 317 East 18th street. 
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. Valves 


“Renewo 


Globe, Angle 
and Cross; 
Horizontal 
and Angle 

Check Types. 


All parts including 
the “‘Valve-nickel”’ 
Seatring and Disc 

are renewable. 
Seating surfaces 
are regrindable. 





The service ‘‘RENEWO” Valves give; their resistance to wear; their 
permanence and low upkeep cost are proof positive that they are unparalleled 
in point of value to the user seeking the highest degree of efficiency and econ- 
omy in plant operation and maintenance. 


More and more are valve users realizing that there is no substitute for 
excellence; and with ‘‘RENEWO” Valves backed by practical design, sincere 


workmanship and the best materials obtainable, they merit the preference they 
enjoy. 


The many classes of service for which “‘RENEWO” Valves are adapted 
makes them highly desirable for stock. 


You will profit from the advantages which accrue from satisfied custom- 


ers by concentrating on LUNKENHEIMER PRODUCTS. 


THE LUNKENHEIMER ¢e- 


—_ "QUALITY "=—— 


LARGEST MANUFACTURERS OF 
HIGH GRADE ENGINEERING SPECIALTIES 
IN THE WORLD 
NEW YORK 


aucsao «CONMCINMATI Connon 


EXPORT DEPT. 129-135 LAFAYETTE ST., NEW YORK +. 
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Knox Milwaukee, $400,000, to 
refrigeration engineering and the manufacture of 
systems. The incorporators are J. F. 
\lfred O. Wilmot, 606 48th street, Milwaukee. 

Lancaster Asphalt Manufacturing Co., 
been incorporated to manufacture 
It has taken over 
Edward Hettinger 


Refrigeration Co., engage in 
refrigerating 
Knox, George EK. Page and 


Lancaster, Ohio, has 
asphalt roofing and shingles 
the plant of the Asphalt Manufacturing Co 
is president and general manager 


Brooklyn, N. Y., $106,000, 


Standard Boiler Manutacturing Co., 


to manufacture boilers, tanks and other plate products. Incor- 
porators: N. Cooper, I. J. Durkore and P. Kaplan. The com- 
pany is represented by Samuel Rabinowitz, 149 Breadway, New 


York City. 


The Dugan & Coc 


Welding AO.: 
machine and welding 
Dugan, George C. Neidart and Joseph 
company is represented by the Capital 
Wilmington, Del. 


Pittsburgh, $50,000, to establish 

Incorporators: R. G 
Harris, Pittsburgh. The 
Trust Co. of 


a local works, 


Delaware, 


G. M. Roy, San Jose, Calif., is organizing a company with 
$4,000,000 capital stock to build a plant to manuitacture patent 
washers for locking nuts to bolts, the invention of B. I. Hilde- 


brand, San Jose, who will be an official of the new organization 
The initial plant will cost $150,000. 


Cataract Manufacturing Co., Milwaukee, Wis., 
manufacture pumps, gasoline engines and other hydraulic 
equipment. Incorporators: John F. Dunphy, Lee W. Slensby, 
attorney, and Frank R. Lueck, formerly second vice-president 
of the Fabricated Ship Corporation, Milwaukee. 

Modern Die & Tool Co., Indianapolis, Ind., $75,000, to take 
over and operate the company of similar name with plant at 
Georgia and Pennsylvania streets. The new organization will be 
operated in conjunction with the Victor Bearings Co., recently 
organized by the same officials, with a capital stock of $300,000 
William L Sandage and Wolcott head the company. 


$25,000, to 


Roger G. 
GENERAL NEWS. 

The Josam Manufacturing Co., of Michigan City, Ind., has 
moved its branch in Cleveland to 1104 Prospect avenue. 

The \. M. Mvers Co., Pittsburgh, has moved its office in 
Philadelphia from 530 Widner Building to 1711 Morris Building. 

The Batterman-Truitt Co., Chicago, manufacturer of ventilat- 
ing and drying apparatus, has changed its name to the Autovent 
Fan & Blower Co. 

The Manufacturers Hardware Corporation, 2306 Clybourn 
street, Milwaukee, Wis., has changed its name to the S. & G 
Manufacturing Co. KF. FE. Pettric is secretary. 

The Goetz Gasket & Packing Co. has opened a Philadelphia 
branch office in the Drexel Building, 5th and Chestnut. streets, 
under the management of the Sheffler-Gross Co. 

The Webster & Parks Tool Co., Springfield, Ohio, announces 
that its grinding and polishing stand and accessory department 
has been sold to the Hill-Curtis Co., Kalamazoo, Mich 

The Crane Co., Chicago, has transferred the manufacture of 
its brass valves and other products to the plant in Chicago, leaving 
the Bridgeport, Conn., plant free to handle the iron production 


The Stevenson Gear Co., Indianapolis, manufacturer of the 
Stevenson multiple gear shaper, has moved its plant and equip- 
ment from its old quarters to its new factory building at Eleventh 
street and Cornell avenue. 


The plant and business of the McNaull Boiler Manufacturing 
Co., Toledo, Ohio, manufacturer of water tube boilers, has been 
purchased by Joseph L. Skeldon, president of the Joseph L 
Skeldon Engineering Co., Toledo. 

The Austin Machinery Corporation, of Chicago, has organized 
a subsidiary firm at Woodstock, Ontario, Canada, to act as sole 
manufacturer and distributor of a complete line of Austin earth- 
moving and concrete-mixing equipment. 

L. C. Bigelow & Co., Inc, 232 West 55th street, New York 
City, have been appointed New York district agents for the 
Hartford Tap & Gauge Co., the Taylor & Fenn Co., the Hansen- 
Whitney Machine Co., and the Whitney Manufacturing Co., all of 
Hartford, Conn. 


The Toronto, Ontario, Canada, office of the Independent Pneu- 
matic Tool Co., Chicago, has been moved from 32 Front street, 
West, to 163 Dufferin street. The new location will give the 
company increased facilities for carrying a complete stock of its 
products. The Toronto office will remain in charge of William 


McCrae. 
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f 25 cents a line, eacl 


SALESMEN WANTED 


WANTED—Thoroughly experienced, capable, aggressive pack- 
Southern territory. Mill) supply jobber, large 
| 


industrials and railrcads. One familiar with all kinds of machinery 


ing salesman 


conditions. Give references, age, experience, district covered and 
salary Address No. 696, Care MILL SUPPLIES, 537 S 


De arborn St., Chicago. 
WANTED—A 


salesman to take char 


thoroughly experienced saw mill 


re of our wood 


machinery 
working machinery depart 
ment. Must be not over 35 years of age, and have had practical 
saw mill experience, and be competent to make complete plans for 
wood-working plants. 


\ man who has had a course in mechanical 


engineering preferred. Salary will depend upon man’s ability to 
sell machinery. Address the Reichman-Crgosby Co., Memphis, 
Penn. 
SITUATIONS WANTED 
WANTED—Position by sales engineer; 13° years experienc: 


machinery, factory and mill 


supplies, elevating and conveying 


power transmission equipment and 
experience covers 
design, installation, executive, estimating and sales work. 
No. 694. Care Dearborn St., Chicago 

WANTED—Position by transmission engineer. 
years design, erection, installation, executive, estimating and 
sales experience. lso thoroughly familiar with elevating, 
conveying, power transmission machinery, mill and factory 
machinery and supplies Address No. 691, care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago 


WANTED 


machinery. 


\ddress 





MILL SUPPLIES, 537 3. 


Thirteen 


\n experienced and thoroughly high-class specialty 
salesman desires reputable factory South and 
West (other territory would be considered) January 1, 1922. 
Stands high with mill supply jobbers and jobbing hardware buyers. 
Reference furnished and required. Address No. 095, Care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago. 


connection for 


WANTED—Position as sales manayer with reliable mill 
supply house Pechnical graduate, associate member A. S 
M. E., member American Association Engineers. Age 27 


Experienced in the sale of mechanical equipment for power 
plants, brick plants, mines, grain elevators, canning plants, 
sand plants, factories, etc. At present chief engineer for 
larve deep well pump manufacturer. Initial salary secondary 
if you have real opportunity. Address No. 692, care MILL 
SUPPLIES, 537 S. Dearborn St; Chicago 


MILL SUPPLY MAN WANTED : 


WANTED—Experienced mill supply man capable of tak- 
ing full charge of well established mill supply department 
in. Virginia Only those having executive ability and 
experience need apply Good position for 


1 right party 
Address R-42, care MILL SUPPLIES, 537 S. Dearborn St., 
Chicago, Ill 


OPPORTUNITY FOR MANUFACTURERS 


YOU can carry a stock of your merchandise in New York 
City in your own name at a minimum expense. Our service 
eliminates the cost of an organization but produces the same 


results. For particulars address No. 697, Care MILL SUPPLIES, 





537 S. Dearborn St.. Chicago. 

SYSTEMATIZE YOUR STOCK ROOM 
I 3 a1 We have over two million printed label 
Gan "2a cards for all kinds of fittings and supplies 


HEXAGON HEAD 


CAP SCREW. for labeling the bins in the stock rooms 


of mill, plumbing, electrical, mine, steam, 
gas, and water supply houses, railroads, shipbuilders, machine 
shops, foundries, oil refineries, coal mining companies, iron 
and steel mills, automobile and truck manufacturers, machin- 
ery, tools, and agricultural implement manufacturers, hard- 
ware, ete. Send for catalogue, samples and free copy of 
booklet: How to Systematize the Stock Room. Haddon 


Bin Label Co., Haddon Heights, N J 
SEWAGE DISPOSAL SYSTEM. 


Sewage disposal outside sewer district. 
water works. Use Russell Systems. 
Disposal Co., Burlington, Iowa. 


With or without 
Address Russell Sewage 


Vea & Aree 
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PRICE«»SERVICE 


O the man 
who is re- 
sponsible for results 
in the power plant, 
there is nothing that 
= appeals to him more 
forcibly than a guar- 


Air Cocks Gauge Cocks © F antee of good valve 
Air Valves Water Gauges st 


‘ eae The original price doesn’t cut much of 
Cylinder Cocks Priming Cocks a figure with him. It’s the service he is 

after and it’s on the basis of good service 
that the real value of a valve is determined. 
Williams Swing Check Valves are the long 
service kind and they meet the demands of the most 
critical engineers. 





Our Line is the recognized standard on 


ee 











Compared with some valves, they are better 
in design, better in quality, and yet they don’t cost 
any more. 

They are heavy, compact, simple in con- 
struction and are guaranteed for 200 Ibs. pressure. 
In our design we eliminate two unnecessary nuts, 
which decreases the liability of leakage. 

In the Williams, you'll find a liberal sized 
cap, which, when removed, permits of regrinding them 
easier and more quickly than any similar valve. 

In short, the Williams Swing Check Valve 
is the kind that appeals to the man who is looking 
for genuinely good service. 











Let us quote you prices 


The D. T. Williams Valve Company 


CINCINNATI, OHIO 





STERLING & SKINNER MEG. Co. 


DETROIT, MICH. 














“Camel Hair” Beltings— 
For power transmission in every 
industry. 





A . hil . y, ; ™ M405 
— impregnated belt “In addition to the advantages 
which delivers maximum motor .)~ § wiles belies “Cael Man” 
ower to the driven machines Se ee ee ee 
P slips less, retains elasticity, and wears 
indefinitely. 


For identification a copper wire is built into all 
Daleway belts. Look for it. 


Rossendale-ReddawayY 
BELTINGaAND HOSE COMPANY. NEWARK.N.J. 


ESTABLISHED 1890 


’ 
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When writing to Advertisers please mention M1Lt Supp ies. 
































READY REFERENCE FOR BUYERS. 


NLL GUPPLUES 








Classified List of the Products of Advertisers 


*Member American 


For 


ACCESSORIES, AUTOMOBILE 
Detroit Brass & Malleable Works, 
*Empire Tire & Rubber Corp. 
*The Lunkenheimer Co. 
*The Wm. Powell Co. 


APRONS, LEATHER 


*Chicago Belting Co 

*Chicago Rawhide Mfg. Co 
ARBORS 

*Detroit Twist Drill Co. 


BABBITT METALS 
*Dodge Sales & Engineering Co. 
*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
BARRELS, STEEL SHIPPING 
B. Scaife & Sons Co. 
BARRELS, TUMBLING 

*Royersford Foundry & Machine Co 
BEARINGS, BRONZE 
Manufacturing Co 
BEARINGS, ROLLER 
*“The Reeves’’—Reeves Pulley Co. 
*Royersford Foundry & Machine Co 


BEARINGS, SHAFT 


Wm. 


*Sherwood 


*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co 

*W. A. Jones Foundry & Machine Co 


*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co 
*Valley Iron Works. 

*T, B. Wood's 





Sons Co 








BELT DRESSING 
*Alexander Brothers. 
“Durapul’ America Agramid Cory 





Chicago I 
*Chici Rawhide Mfg. 
Gandy Belting The 
*Chas. A. S 








BELT FASTENERS 
Stee] Lacing Co 


BELT 


*Flexible 


LACINGS, LEATHER 





*Alexander Brothers. 

sh igo Belting Co 
*Chicago Rawhide Mfg. Co. 
*“Cocheco’—I, B, Williams & Sons 


BELT LACINGS, METALLIC 
Steel Lacing Co. 


BELT TIGHTENERS 


*Fiexible 


*Dodge Sales & Engineering Co 
*The Liill Clutch Co 

°*W. A. Jones Foundry & Machine Co 
*Medart Patent Pulley Co 

*George W. Pyott Co. 


*Valley Iron Works. 
*-). B. Wood's Sons Co 

BELTING, BALATA 
*Victor Balata & Textile Belting Co 

BELTING, CANVAS STITCHED 

Carton Belting Co 
*Empire Tire & Rubber Corp 
“Gandy’ The Gandy Belting Ce 
Republic 
Rosset 
*Victor 








TING, CONVEYOR 
Carton Belting Co 
*Empire Tire & Rubber Corp, 
Gandy Belting Co 
New York Belting & Packing Co 
Rossendale-Reddaway Belting & 
*Victor Balata & Textile Belting 
BELTING. COTTON, SOLID WOVEN 
Carton Belting Co 
Rossendale-Reddaway Belting & Hose C« 
*Victor Balata & Textile Belting Co. 
BELTING, IMPREGNATED, BLACK 
Gandy Belting Company 
BELTING, LEATHER 
Bros. 
Belting Co 


llose r 


Co. 


*Alexander 
*Chicago 





Rawhide Mfg. Co 

Leather & Belting Co 

hmann & Co 

Schieren Co 
*“Shield’’"—McCauley Belting Co 
“Sterling’—Chas. Bond & Co., Philadelph 


*I. B. Williams & Sons, 
BELTING, LINK 
H. W. Caldwell & Son Co 


Howe, Chain Company 
*Chas. A. Schieren Co. 
BELTING, ROUND 


*Alexander Brothers. 
*Chicago Belting Co, 


Supply & Machinery Manufacturers’ 


Location of Advertisements see Alphabetical 
*Chicago Rawhide Mfg. Co. 
*New York Leather Belting Co. 
*Chas. A. Schieren Co. 


*I. B. Williams & Sons. 


BELTING, RUBBER 
& Rubber Corp 
Goodrich Rubber 
Belting & Packing Co, 
selting Co., Inc. 
BELTING, THRESHER 
Carton Belting Co 
*Empire Tire & Rubber Corp. 
Gandy Belting Co. 
*New York Belting & 
*I. B. Williams & Son. 
*Victor Balata & Textile Belting Co 
BELTING, TRACTOR 
Belting C 
BELTING, TWISTED 
*Alexander Brothers. 
*Chicago Rawhide Mfg. Co. 
BELTING, WATERPROOF 
*Alexander Dreadnaught—Alexander 
*Chicago Belting Co. 


*Empire Tire 

*The x 
*New York 
Republic 


Co. 


Packing Co 


Carton 


Bros. 


*Chicago Rawhide Mfg. Co 
Gandy 3elting Company 
***Marine’’—McCauley Belt 





McLeod Leather & 


Geo. Rahmann & Ce 
*Chas. A. Schieren Co 
*!l. B. Williams & Sons 


*Victor Balata & Textile Belting Co. 
BELTS, WELL DRILLING 
Tire & Rubber Corp 

Balata & Textile Belting Co. 


BENCHES (WORK) JEWELERS 


*Empire 
*Victor 





Leiman Bros 
BENCH LEGS 
*W A. Jone Foundry & Machine Co 
*Standard Pressed Stee] Co 
BITS, AUGER, AND EXPANSIVE 
“Pexto’ The Peck, Stow & Wilcox Co. 
BLOCKS, CHAIN 
*Wright Mfg. Co 
*Yale & Towne Mfg. Co. 
BLOCKS, PILLOW 
*Bond Foundry & Machine Co. 
*Chicago Pulley & Shafting Co 
*Dodge Sales & Engineering Co 
*Ww. A. Jones Foundry & Machine Co 
*Medart Patent Pulley Co 
The Carlyle Johnson Machine Co 
*Roye sford Foundry & Machine Co 
*Standard Pressed Steel Co 


Iron Works 
Wood's 


*Valley 
“TB Sons Co 
BLOWERS, FLUE 
*Sherwood Manufacturing Co, 

BLOWERS, SANDBLAS' 
Bros 


Leiman 


BOARD, FRICTION 











W. O. Davey & Sons 
BOILER, RANGE, GALVANIZED 
W. B. Scaife & Sons Co 
BOLT CUTTERS 
*H kK Porter Easy,” “New Easy,” ‘‘Allen- 
Randall.” 
BOLTS, CONNECTING ROD 
*Ferry Cap and Set Screw Co 
BOLTS, KING 
*Ferry Cap and Set Screw Co 
BOLTS, NUTS AND SCREWS 
*The National Acme Company. 
*Standard Pressed Steel Co 
BOLTS, SPRING 
*Ferry Cap and Se Screw Co 
BRACES, BIT 
**Pexto’”’ The Peck, Stow & Wilcox Co. 
BRACKETS, WALL 
*Bond Foundry & Machine Co 
*W A. Jones Foundry & M hiir ( 
*Medart Patent Pulley oO 
*Valley Iron Works 
BRASS GOODS, STEAM 
*American Injector Co. 
Crane Co 
Detroit Brass & Malleable Works 
*The Lunkenheimer Co 
*McRae & Roberts Co. 
*Sherwood Manufacturing Co. 
*The Wm. Powell Co 
a *Sterling & Skinner Mfg. Co 
*The D. T. Williams Valve Co. 
BRASS PRINTING DIES 
Pittsburgh Stamp Co., Ine 
BRONZE BUSHINGS AND BARS 
*Sherwood Manufacturing Co. 


BROOMS, FACTORY, WAREHOUSE AND 
RATLROAD 
Brush & 


Joseph Lay Co 


*Indianapolis Broom Mfg. Co. 


*T he 


Association. 


Index to Advertisers. 


BRUSHES, BENCH, FLOOR, ETC, 


*Indianapolis Brush & 
*The Joseph Lay Co, 


BUCKETS, ELEVATOR 


Broom Co, 






W. H. Caldwell & Son Co. 

Howe Chain Company. 

ey A. Jones Fdy. & Machine Co. 
“Salen Mullins Body 


Corporation 
BUILDERS’ HARDWARE 
& Wilcox Co. 
BUSHINGS, PULLEY 


os 
gearing Co. 


Peck, Stow 


Arguto QOjlless 


CANS, OIL AND SUPPLY 

Manufacturing Co, 

CAR-MOVERS 
ir-Moving Co. 
CASING, WELL 
Co, 
BRASS, BRONZE AND 

I 


ALUMINUYS 
Manufacturing Company 


Bagk 


*Appleton C: 


National Tube 
CASTINGS, 


*Sherwood 


CASTINGS, GRAY AND MALLEABLE 


Detroit Brass & Malleable Works, 

I}linois Malieable Iron Co. 

*Sherwooud Manufacturing Co 
CATALOGS, SUPPLY HOUSE 

*kR. R. Donnelley & Sons Co. 


op Hallenbeck 
CEMENT, LEATHER BELT 


*Alexander Brothers, 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
*Cocheco—I, B. Williams & 
*Chas. A. Schieren Co. 


CHAIN BELTS 


*Wynk« Crawford Co. 


Sons 


H. W. Caldwell & Son Co. 
Howe Chain Company. 


*w. A. Jones Foundry & Machine Co. 


CHAIN, COIL, CONVEYOR, DREDGE, LOAD- 


ING, LOGGING, ETC, 
Howe Chain Company. 

CHECKS AND BADGES 
Pittsburgh Stamp Co., Inc. 


CHEMICALS AND CHEMICAL 
FOR MILES AND INDUSTRIAL 
American Agra 


CHISELS, 


id Corp. 


CARPENTERS’ 





‘exto’’—-The Peck, Stowe & Wilcox Co 
CHUCKS, DRILL 
*PDetroit Twist Drill Co. 
*Skinne ‘huck Company 
CHUCKS, LATHE 
*Skinner ¢ ck Company 
*“Sweetland The Hoggson & Pettis Mfe 


CLAMPs, BELT 
Sons Co. 

CLAMPS, “C” 
Machinists’ and Toolmakers’ 





*Ar} trong Bros. Tool Co 
CLIPPERS, BOLT 
*H. K. Porter. 
CLOSETS, FROST PROOT 


Vogel Co. 
CLUTCHES, FRICTION 


& Machine Co 
1 & Sons Co. 












Chicago ifting ¢ 
*IDodge Sales & Engineering Co, 
Edgemont Machine Co., The 


Hill utch Co 
iley”’—W. A, 


*The 
eu 


tones 


*Medart Patent Pulley Co. 

*The Moore & White Co 

*Geo. W. Pyott Co. 

*“The Reeves’’—Reeves Pulley Ce. 
*Valley Iron Works 

*T. B. Wood's Sons Cc 


cocKs, AIR 
*American Injector Co 
Crane Co 
Detroit Brass & Mall 
*The Lunkenheimer Co, 
*McRae & Roberts Co. 


Works. 


able 


*The Wm. Powell Co 
*The Sterling & Skinner Mfg. Co 





*The D. T. Williams Valve Co. 


COCKS, BALL 
*Detroit Lubricator Co. 
*McRae & Roberts Co, 
*The Sterling Skinner Mfg. Co. 


SPECIAL 
PLANTS 


Fdy. & Mach, C 


TIES 


Coa, 











When writing to Advertisers please 


mention Mitt Supp res. 
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COCKS, CORPORATION 
Crane Co. 


*The Lunkenheimer Co. 
*The Wm. Powell Co. 

COCKS, GAUGE 
*American Injector Co. 


Crane Co. 
*Jenkins Bros. 


*The Lunkenheimer Co. 
*‘Ohio’’—The Ohio Brass Co. 
*The Wm. Powell Co, 


*Sherwood Manufacturing Company. 
*The D. T. Williams Valve Co. 

COCKS, STEAM AND SERVICE 
Crane Co 
Detroit Brass & Malleable Works. 


*The Lunkenheimer Co 

*McRae & Koberts Co. 

*The Wm. Powell Co 

*The D. T. Williams Valve Co 
COLLARS, SHAFT 

*Bond Foundry & Machine Co. 

Chicago Pulley & Shafting Co. 

*Dodge Sales é 7; “anid Co. 

*The Hill ( I 

*W. A. Jones Foundry & Machine Co 


*Medart Patent Pulley Co. 
*Royersford Foundry & Machine Co. 
*Standard P Steel Co. 


ressed 


*Valley Iron Works 
*J. H. W ims & Co, 
*T. B. Woods’ Sons Co 
coment re Pr wi = JOINT 
COPP ERS, SOLDERING 
Chicago Solder Co, 
COUNTERSHAFTS 
B. Wood's Sons Co 
COUNTERSHAFTS, SMALI 
Birk Machine Works. 
COUPLINGS, MOTOR 
tirkle Machine Works. 
°*W. A. Jon Foundry & Machine Co 
COUPLINGS, SHAFT 
*Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co 
*W. A. Jones Foundry & Machine Co 
*The Hill Clutch Co 


*Medart Patent 
*Royersford Foundry & Machine Co. 
*Spiro—Bond Foundry & Machine Co. 
*Standard Pressed Steel Co. 
*T. B. Woods’ Sons Co 
COUPLINGS, SHAFT, 
*W. A, Jones Foundrv 
*T. B. Wood's Sons Co. 
COUPLINGS, SHAFT, FRICTION CUT-OFF 
The Carlyle-Johnson Machine 
*The Hill Clutch Co, 
*W. A. Jones Foundry & Machine Co 
*Medart Patent Pulley Co, 
*Valley Tron Works 
*T. B. Wood's Sons Co 
CRABS, HOISTING 
Towne Mfg. Co 
CUP LEATHERS 
*Alexander Brothers. 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
CUPS, OIL AND 
*American Injector Co. 
Crane Co 
*Detroit Lubricator Co 
*The Lunkenheimer Co. 
*The Wm. Powell Co. 
*Sherwood Manufacturing Company. 
*D. T. Williams Valve Co. 
CUPS, PRIMING 
*The Lunkenheimer Co, 
CUTTERS, BOLT, 
°H. K. Porter 
CUTTERS, MILLING 
Twist Drill Co 
Cc UTTERS, 
*The Borden Company 
*The Curtis & Curtis Co. 
*Toledo Pipe Threading 
CUTTERS, 
°H. K. Porter. 


CUTTING DIES FOR LEATHER, PAPER AND 
CLOTH 


Puliey Co. 


FLEXIBLE 
& Machine Co 


Co. 


*The Yale & 


GREASE 


RIVET AND WIRE 


*Detroit 


PIPE 


Machine Co. 
STORAGE BATTERY 


*The Hoggson & Pettis Mfg. Co. 


CUTTING AND GRINDING 
Tuloyl” American Agramid Corp. 
CYLINDERS, WATER, AIR OR GAS 
National Tube 
Wm. B. Scaife 
CYLINDERS, 


OIL 


Co 

& Sons Co, 

WATER, BRASS AND 
LINED 


BRASS 
F. E. Meyers & Bro 

DIES, BOLT THREADING 
National Acme Company. 


BRASS —_— Seba LETTERING 
-RINT ' 


*The 


DIES, AND 











SUPPLIES 


DISINFECTANTS 
—American Agramid Corp. 
DOGS, LATHE 

*Armstrong Bros. Tool Co. 
DRILLING POSTS 


*Armstrong Bros. Tool Co. 
*Lovejoy Tool Works 


DRILLS, BIT STOCK, FOR WOOD OR METAL 
*Detroit Twist 


*“Phenyle’”’ 


Drill Co. 

DRILLS, BREAST 

-The Peck, Stow & Wilcox Co. 
DRILLS, ELECTRIC 


Co 


“Pexto” 


Knight Enginecring & Sale 
*U. Ss. Electrical Tool 
Wodack Electric TT 
DRILLS, 
Machine 

DRILLS, 
Armstrong Bros. 
Tool Works 
The Pe 


Co 

rp 

vost 
Co. 
RATCHET 
Tool Co. 


. oe 
rol ¢ 


*The Crescent 


*The 


Stow & Wilcox Co. 
DRILLS, TWIST, CARBON AND HIGH SPEED 
*Detroit Twist Drill Co 
*Whitman & Barnes Mfg. Co. 

DRILLS, WIRE GAGE 


ck, 


*Detroit Twist Drill Co. 

DROP FORGINGS 
°*J. H. Williams & Co 

DRUMS, CAST TRON 
*W. A. Jones Foundry & Machine Co. 


Pulley 


Sons Co 


*Medart Patent Co, 
*T. B. Wood's 
DRUMS, STEEL RIM 
Patent Pulley Co. 
EJECTORS 
*American Injector Co. 
*Sherwood Manufacturing Company. 


*Medart 


ELIMINATORS, OIL 
*The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 


*American Injector 
Crane Co. 
*The Lunkenheimer Co. 
*McRae & Roberts Co. 
*The Wm. Powell Co. 
*Sherwood Manufacturing Co. 
*D. T. Williams Valve Co 
ENGINES, HOISTING 
Somers, Fitler & Todd Co. 
EXPANDERS, BOILER TUBE 
Tool Works 
FASTENERS, BELT 
*Flexible Steel Lacing Co. 
FEED WATER SOFTENER AND PURIFIER 
*Dodge Sales & Engineering Co. 
Wm. B. Scaife & Sons Co. 
FILES 


Co. 


* Lovejoy 


*Delta File Works 
*Nicholson File Company. 
FILLERS, OILER 


Eagle Manufacturing Co. 
FILTERS, WATER 
Wm. B. Scaife & Sons Co. 
FITTINGS, GAS FIXTURE 
Detroit Brass & Malleable Works. 
FITTINGS, PIPE, MALLEABLE 
Crane Co 
Detroit Brass & Malleable Works. 


Illinois Malleable Tron Co. 
FLOOR STANDS 


*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co, 


*wWw. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co 
*T. B. Wood’s Sons Co. 
*Valley Iron Works. 
FLUX, SOLDERING, 
AND 
Solder Co, 
FLY WHEELS, CAST IRON 
Sales & Engineering Co. 
*The Hi rT Clutch Co, 
*w. A. Jones Foundry 
*Medart Patent Pulley 
*T. B. Wood’s Sons Co. 
FORGES, 
Works 


FRAMES, WALL 


ACID, 
STEARIN 


ti STE, ROSIN 


Chicago 
*Dodge 


and Machine Co. 
Co. 


RIVET 
Tool 


*Lovejoy 


*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 


WwW. A 
*Medart 
*Valley 
we. Be 


Jones Foundry & Machine Co. 
Patent Pulley Co. 
Tron Works. 
Wood's Sons Co 
FRICTION CLUTCHES 
(See “Clutches, Friction’’) 
GAGES, WATER 
*American Injector Co. 
Crane Co. 


*The Penn Engineering Co. 


*The Wm. Powell Co. 
*Sterling & Skinner Mfg. Co. 
GASKETS 


*Jenkins Bros. 
*New York Belting & Packing (¢ 

GEARS 

Caldwell & Son Co. 
*Dodge Sales & Engineering Co. 
*w. A. Jones Foundry 
*Medart Patent Pulley Co, 

*Pyott Geo. W., Co 

GEARS, 

sago Rawhide Mfg. Co. 
*W. A. Jones Foundry & Machine 
GLUE HE sanssetn 
International Electric Compa 
GRAPHITE, FOR ALL 
Superior Flake Graphite Co 
GRATES, BOILER 
Iron Works. 
GREASE, 
Adam Cook’s Sons. 
*Royersford Foundry & Machine 
Superior Flake Graphite 
GRINDERS, 
*U. S. Electrical Tool 
Wodack Electric Tool 


BH. We. 








*Valley 


Co 
Corp. 


GRINDERS, TOOLS, ROLLER BEARING 


Pulley & Shafting Co. 
GUARDS, ELECTRIC I 
Steel Lacing Co. 


*Chicago 


*Flexible 








10. 


& Machine Ce, 


RAWHIDE 


Co. 


RPOSES 


LUBRICATING 


Co. 


ELECTRIC 


AMP 


GUNS, OIL AND GREASE 


*Royersford Foundry & Machine 


Co. 


HAMMERS, HAND 


‘“‘Pexto’’—The Peck, 


The Warren Tool & Forge Co. 
HANGERS, PIPE 
“Ball Joint’—The Penn Engine 


Stow & Wilcox Co 


ering Co. 


HANGERS, SHAFT 


*Bond Foundry & Machine Co. 
*Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co, 
*w. A. Jones 
*Medart Patent Pulley Co. q 
*Royersford Foundry & Machine 
*Standard Pressed Steel Co. 
*Valley Iron Works. 
*T. B. Wood's Sons Co. 
HATCHETS 
_ The 
HEA 
International Electric Company 
HOISTS, CHAIN 
*Wright Mfg. Co. 
*The Yale & Towne Mfg. Co. 
HOLDERS, TOOL 
Bros. Tool Co. 
HOOKS, BELT 
Steel Lacing Co. 
HOSE, COTTON 


& Rubber Corp. 
Rubber Co. 


““Pexto’ 


*Armstrong 


*Flexible 


*Empire Tire 
*The B. F. Goodrich 


Foundry & Machine Co. 


Co. 


Peck, Stow & Wilcox Co. 
TERS, GLUE, ELECTRIC 


*New York Belting & Packing Co 


HOSE, FIRE 


& Rubber Corp. 
Rubber Co. 


*Empire Tire 
*The B. F. Goodrich 


*New York Belting & Packing Co. 


HOSE, RUBBER 
*Empire Tire & Rubber Corp. 


*The B. F. Goodrich Rubber Co. 


*New York Belting & Packing Co. 


HOSE, STEAM 


*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co. 


*New York Belting & Packing Co. 
HYDRAULIC LEATHER 


*Alexander Brothers 

*Chicago Rawhide Mfg. Co. 

*Chas. A. Schieren Co. 
INJECTORS 

*American Injector Co. 

*The Lunkenheimer Co. 


*Sherwood Manufacturing Company. 


*The Wm. Powell Co 


INKS, MARKING AND STENCIL 


Stamp Company. In 
JACKS, LIFTING 
Works 
LACE 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
*New York Leather Relting Co. 
*Chas. A. Schieren Co. 


Pittsburgh 


*Lovejoy Tool 
LEATHER 


Cc. 


*I. B. Williams & Sons. 
LACING, BELT. METALLIC 
*Flexible Steel Lacing Co 








Pittsburgh Stamp Company, Inc. Detroit Brass & Malleable Works LAMP GUARDS 
DIES, PIPE THREADING *Detroit Lubricator Co. e i 7 ~j . 
*The Borden Company. *The Lunkenheimer Co. viene Set eee <* — 
The Oster Mfg. Co. *McRae & Roberts Co. LEATHER BELTING 
*Toledo Pipe Threading Machine Co *The Ohio Brass Co. (See “Belting, Leather.’’) 
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KAULL, QUPPLEES 








For Drilling in Tough 
Heat Treated Material 


After thirty years development, this 
sensational hot rolled drill has conclusively 
demonstrated the superiority of its work 
in hard drop forgings, cored steel castings 
and alloyed steels equally difficult to drill. 


Special advantages of design and construc- 
tion bring about the special superiorities 
that enabled it to win practically every 
competitive test in which it took part. 


Its wide flute and 32” helix angle affords 
more than ample chip clearance for deep 
drilling. The uniform increase in the web 
thickness gives unusual strength and tor- 
sional resistance which eliminates all 
“chatter.” The increased helix angle to- 
ward the point provides a sharp shearing 
action on the stock being drilled. 


Made Exclusively By D. T. D. 


No otherconcern has ever produced a twist 


The wide flute . i i = bs 
insures ample t oan see io rae 
chip clearance for ' ; eL. ‘ t 
deep drilling. { i & Pp 
ee 


drill by this special hot rolled process which 
has been patented by the Detroit Twist Drill 
Company and used by them exclusively. 
Blanks of high tungsten, high speed steel 
are fluted by being passed heated through 
specially built and patented rolls. This 
operation gives a refined and uniform grain 
and a desirable compactness to the steel 
structure at the vital parts—the center and 
outer edges. Then the fluted blank is 
twisted in specially designed automatic 
machines which insure absolute accuracy. 


Increased Production 


Exhaustive tests show that DD hot rolled 
drills increase production at least twenty- 
five per cent. Manufacturers and shop 
owners called upon to do deep drilling in 
tough metais are urged to write for com- 
plete reports and data which substantiate 
this claim. They will be sent without cost. 


eee f bs 
i: 7, / # , ct Double-D hot 
Sy ~< PAX rolled drills now 
. bee av dihies in sizes 
; from }." tol 
i 





Detroit Twist Drill Company, Detroit, Michigan 


45 Warren Street, New York 





Hurt Building, Atlanta 


Canadian Detroit Twist Drill Co., Limited, Walkerville, Ontario 
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WMWLL QUPIPILILES: 





: me LATHES, SPEED oe PUNCHING AND SHEARING OAKUM 
.eiman Bros toyerstord Foundry & Machine Co. , aie = 
LEATHER SPECIALTIES MACHINES, SHEET METAL WORKING © Se ee 
*Alexander Brothers. Peck ‘Stow & Wilcox Co = as a OLL WELL ACCESSORIES 
*Chicago Belting Co. 7 ae . sted The - ee a 
*Chicago Rawhide Mfg. Co. MACHINERY, WOODWORKING ie Se ee 
cmaemee. BAK *The Crescent Machine Co. OILERS, WELDED STEEL, 
*Chicago Belting Co Somers, Fitler & Todd Co. Eagle Manufacturing Co. 
*Chicago Rawhide Mfg. Co. ea MALLETS AND HAMMERS, RAWHIDE : OLLING DEVICES 
LEGS, BENCH hicago Rawhide Mfg. Co. *American Injector Co. 
*w. A. Jones Foundry & Machine Co MATS AND MATTING, RUBBER Crane Co. 
*Standard Pressed Steel Co. sEmpire Tire & Rubber Corp. *Sherwood Manufacturing Company 
LETTERS AND FIGURES, STEEL ‘The B. F - Goodrich Rubber Co, ; ‘The D. T. Williams Valve Co. 
Pittsburgh Stamp Co., Inc. New York Belting & Packing Co. *The Wm. Powell Co. 
LUBRICANTS, BALL & ROLLER BEARING  ,, MERCHANDISE CONVEYORS OILS, SOLUBLE 
*Koyersford Foundry & Machine Co. F. E. Myers & Bro. ‘Tuloyl’—American Agramid Corp. 
7 an METAL, BEARING ‘KING ‘ 
LUBRICATORS ‘ - id Ps NG, AMMON 
*American sake Co. *Dodge Sales & Engineering Co. —— 


*Empire Tire & Rubber Corp. 
*Hollow Center Packing Co. 
Goodsell Packing Co. 


*Medart Patent Pulley Co. 


*Detroit Lubricator Co. *Reeves Pulley Co 
ree 28 4 . 


*The Lunkenheimer Co. 


*McRae & Roberts Co, . MILLBOARD *Montgomery Bros., Inc. 
Be clad Manufé turin Company eh ee *New York Belting & Packing Co. 
e e y a DME tac 7 4 , pe —] - . - al ~ = ~ 
*The D. T Wi tiamne Vawe a es ’ MILL LEATHERS, ALL KINDS PACKING, ASBESTOS 
saan. Hiasepiira apa , oonas. Bond Co., Philadelphia. *Empire Tire & Rubber Corp. 
. , ii yoy TOOLS = hicago Belting Co. : ‘ *Greene, Tweed & Co. 
Somers, a 2 . odd. - — srhe Chicago Rawhide Mfg. Co. *Hollow Center Packing Co. 
The duane Saueee e a ee er eee *Montgomery Bros., Inc. 
> P a Ss mac > ). 7 a . . a , r , 
*T. B. Wood's Sons Co = Sia oe > = | Sn lhcamnaa PACKING, HYDRAULIC 
Somers Fitler ode ‘Oo. ‘ > thi 7 . 
MACHINERY, COAL HANDLING ; agp *Chicago Rawhide Mfg. Co. 
*Dodge Sales & Engineering Co. . MILE SUPPLY CATALOGS *Empire Tire & Rubber Corp. 
°*The Yale & Towne Mfg. Co. ow * ge = Sons Co. *The B. F. Goodrich Rubber Co. 
. _ a eaiaiiaigacen . . ‘ynkoop allenbeck Crawford Co. Goodsell Packing Co 
M SHINE ‘ONVEYIN N LE TING : ra Tan St 
IACHINERY CONVEYING AND ELEVATING MOTORS, AUTOMOBILE Aiccné, Dwssd ke Co. 
H. H. Caldwell & Son Co. . * rc » Pack . 
*Dodge Sales Engineering Co *Reeves Pulley Co. He : an gg _ 
. Sales E in i > . . Montgomery Bros., Inc. 
‘ows Chie Goon *Appleton cus Ge — *New York Belting & Packing Co. 
*wW. A. Jones Foundry & Machine Co. MULE STANDS ‘ PACKING, LEATHER 
MACHINES, GRINDING AND POLISHING ‘Bond Foundry & Machine Co. Pe mrtg A 
*Royersford Foundry & Machine Co *Dodge Sales & Engineering Co. ‘Ch aa Raw te fe. C 
MACHINES, MARKING, SPECIAI *W. A. Jones Foundry & Machine Co i shicago tawhide M g. Co. 
Pittsburgh Stamp Company, Inc ame *Mecdart Patent Pulley Co. Chas. A. Schieren Co. 
i st Ste = : _ We _ *Geo : Ww. Pyott Co, ; PACKING, PISTON 
MACHINES, PIPE Cl TING & “fr. B. Woods’ Sons Co. *Alexander Brothers 
- ‘ THREADING *Valley Iron Works *Empire Tire & Rubber Corp. 
*The Borden Company NAME PLATES Goodsell Packing Co, 
*The Curtis & Curtis Co Pittsburgh Stamp Co., Ina *Greene, Tweed & Co. 
ea he Oster Mfe Co. = : NUTS AND SCREWS *Hollow Center Packing Co. 
Toledo Pipe Threading Machine Co *The National Acme Co. *Montgomery Bros., Inc. 
















































































































































































STANDARD 


U.S. S. & S. A. E. Cap Screws 
U. S. S. Set Screws 
S. A. E. Plain & Castellated Nuts 
Standard Studs 


| | SPECIAL 


Screw machine product up to 4° 
diam.—to specifications. 





Hardened and ground product 
—to specifications. 


THE NATIONAL ACME COMPANY 
CLEVELAND, OHIO 


| New York Boston Chicago Detroit Buffalo 
| Warehouses: New York, Chicago 
| Factories: Cleveland, O.; Montreal, P. Q. 
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Weight 
3 Ibs. 


Capacity 


The Light, Dependable, Ever-ready 
ONE-HAND-Y Electric Drill 


Specifications 


Length—8 inches 
Weight—3 pounds 
(Lightest motor driven 
drill on market) : 
Capacity—'4 inch drill 
and smaller 
Motor — Westinghouse, 
Universal 
220, 
and DC. Alr cooled. 
Ample power con- 
trolled by switch al- 
ways under thumb. 
Grip—Pistol grip in di- 
rect line with chuck. 
gives stralght line 
pressure on drill bit- 
minimizing breakage. 


right for drilling holes 
4 and smaller in all 
branches of the woodwork- 
ing, sheet metal and auto- 
motive industries. 


Just 


Materially reduces drilling 
expense. Can be operated 
constantly without tiring 
the operator. Guaranteed 
against defective workman- 
ship and material. 


Write nearest Office for Details 


Knight Engineering & Sales Co. 


30 W. Walton Place, Chicago 210 W. Seventh St., Los Angeles 

















Sheet and Tin Mill Tongs 


UIKWERK TONGS are forged from a 
single piece of high-carbon, specially 
treated steel. The uniformly tapered reins 
of a fine “springy” quality always return to 


their original shape after gripping, and 
never spread the jaws. Made in eight styles 

Roughers’, Doublers’, Catchers’, and Roll 
ers’ for either Sheet or Tin Mills. 


They'll save money for any mill. 
Write for the Quikwerk Tong Folder. 


The Warren Tool & Forge Co. 


258 Griswold St. Warren, 








—a feature 
that appeals 
to every class of 
hardware trade— 


Manufacturers use Self-Fluxing solder 
because it speeds production—repair- 
men, garagemen and tinsmiths, because it 
is convenient, rapid and certain—house- 
holders, because it is the only solder 
for the layman. And all of these cus- 
tomers are impressed by the remark- 
able work it does, and therefore continue 






ee 4 
‘DER 
SOLDE 
You, too, will like this Self-Fluxing, gen- 
uine tin-and-lead solder. First, for the 
same reason your customer likes it; be- 
cause it will enable you to do your own 
work better—second, because it is easy 
to handle. It stocks two items in one— 
flux and solder. It’s easy to sell; easy 
to keep sold. 
Satisfaction all along the line! Why? Simply 
because fluxing, the hard part of soldering, 
has been eliminated by putting the flux in 
the solder. Notethatthe flux feeds out before 
the solder melts, insuring a perfect bond; no 
chance of faulty fluxing; soldering time cut 
in half! 
Try it on your hardest job. If you like it, you 
can buy itin one pound cartons and on one, 
five and ten pound spools. 


Chicago Solder Company 
4215 Wrightwood Ave., Chicago 
Direct Factory Representatives: 

Louis J. Ziesel Co. 
216 Market Street, San Francisco 
The Faucette-Huston Co. 
Chattanooga, Tenn. 





\\ 






Chicago, Illinois 


Gentlemen: Please send me a free sample of Kester Acid- 


Core Wire Solder. 


BETO G vaisecivesvescaniscsscccncescatvevacsvarcoveseeescsessecvscscess 


| Compa ny. 


Oar Supply TIO 8Wiviisecessiseceiscsosccscceecvccvecsese 


Get a Free Sample‘ 


CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue 









































Auto 


Repairmen 
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*Empiré 


*Empire Ti: 
*Montgom 
*New Yor 


*Empire T 


*The 
*Hollow 
*Montgom 
*New 






Crane C 
*The Curt 
TT io P 
Natic 
Crane 
Crar ( 
Sor s 
+ 
*Bor I 
*Dod ~ 
*Va Ire Work 
PLATES, FLOOR AND CEILING ey 
Crane Co 
The P.« neering Co *Sagina 
PLIERS *T. B 
TI Pech Stow & Wi x Co 
PLUG, BRASS AND FUSIBLE *Medart f 
eas Ir r ’ eT > 


Goods« 
*Hollow Ce 
*Montgon 
*New 





York 
PACKING, ROD 








PACKING, SHEET 


PACKING, VALVE 





OR PINS, RAWHIDE 
de Mfg. Co 
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IN ULL, —~ LOIPIPILIDGS 
*The Wm. Powell Co. 
*Sherwood Manufacturing Company 
*The LD. T. Williams Valve Co. 
POLES, TUBULAR STEEL 

National Tube Company 

POWER TRANSMISSION APPLIANCES 
*Bond Foundry & Machine Co 
Chicago Pulley & Shafting Co 
*Dodge Sales & Engineering Co 
Edgemont Machine Co., The 





The Carlyle Johnson Machine Co. 
*The Hill Clutch Co. 

eW A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co 

*The Moore & White Co. 


Pyott, Geo. W., Co. 

*Royersford Foundry & Machine Co 
*Standard Pressed Steel Co. 
*Valley Iron Works 

*T. B. Wood's Sons Co. 


PRESSES (DRILL) JEWELERS’ SENSITIVE 


I man Bros 
PRESSES, DRILL AND FOOT 
*Royersford Foundry & Machine Co 
PRESSES, PAPER BALING 
Somers, Fitler & Todd Co, 
PRINTERS AND BINDERS 





*R. R. Donnelley & Sons Co. 
*Wynkoop Hallenbeck Crawford Co. 


PROTECTORS, ELECTRIC LAMP 


*| Steel Lacing Co. 
PRUNING SHEARS 
**Pexto”’ eck, Stow & Wilcox Co. 
PULLEY BUSHINGS 
Arguto Oilless Bearing Co 


PULLEY COVERING 
*Chicago Rawhide Mfg. Co. 
PULLEYs, CAST IRON 
Birkle Machine Works. 
*Bond Foundry & Machine Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co. 
*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
reorge W. Pyott Co. 
*Royersford Foundry & Machine Co. 
*Valley Iron Works. 
*T. B. Wood's Sons Co. 


I. 


PULLEYS, CONE 
Foundry & Machine 
Co. 

Sons Co 

PULLEYS, CONVEYOR 
-atent Pulley Co, 


‘o 


PULLEYS, FLANGE 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co 
*wW. A. Jones Foundry & Machine Co, 
*Medart Patent Pulley Co. 
*The Ohio Valley Pulley Works, Inc. 
*Reeves Pulley Co. 
*Saginaw Mfg. Co. 
T. B. Wood's Sons Co 

PULLEYS, FRICTION CLUTCH 

*Bond Foundry & Machine Co. 
*Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co 
The Carlyle Johnson Machine Co. 
*w. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*The Moore & White Co. 
*George W. Pyott Co. 
*Reeves Pulley Co. 
*T. B. Wood's Sons Co. 
Valley Iron Works. 

PULLEYS, GROOVED 
Birkle Machine Works. 
*Dodge Sales & Engineering Co. 
*w. A. Jones Foundry & Machine Co. 
*Reeves Pulley Co. 
*The Ohio Valley Pulley Works, Inc. 
*Saginaw Mfg. Co. 
*Medart Patent Pulley Co. 
= 2 Vood’ Sons Co. 


PULLEYS, HEADED 
*Dodge Sales & Engineering Co. 
*Medart Patent Pulley Co. 
*Reeves Pulley Co. 

PULLEYS, IRON CENTER 

*Dodge Sales & Engineering Co. 
*Medart Patent Pulley Co. 
*The Ohio Valley Pulley Works, Inc. 
*Reeves Pulley Co. 
*Saginaw Mfg. Co. 
*T. B. Wood’s Sons Co. 

PULLEYS, LOOSE 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co 
*W. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*Reeves Pulley Co. 
*The Ohio Valley Pulley Works, Inc. 
*George W. Pyott Co. 
*Saginaw Mfg. Co. 
*Valley Iron Works. 
*T. B. Wood's Sons Co 

PULLEYS, MOTOR 
Birkle Machine Works. 
*W A Jones Foundry & Machine Co. 
*The Ohio Valley Pulley Works 
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OUR Mill and 


Mine Customers 
are now preparing for 


FIRE PROTEC- 
TION for the coming 


winter. 


Are you lined up with 


a real HOSE manufac- 


turer for your requirements? 


na 









EMPIRE FIRE and MILL HOSE 


has an enviable reputation and factory facilities for handling your 


business. 


Empire Mechanical Rubber Goods 


— 


—_—— 


Factories at Trenton »N.J. 
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oem. ano REL) Lig; R =P 
oxy PY ACKINGS 
a\\ Ni & of Every Description 


Wom YDRAULIC os 
Our B Branded Products Distributed Through 


Agents 
Jobbers and Dealers Supplied Under Private 
Brands 
MONTGOMERY BROS., INC. 
MANUFACTURERS 


45 S. Second St. Philadelphia, U. S. A. 
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MASON 


Reducing Valves 
ARE STANDARD 


Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 
BOSTON, MASS. 

















STANDARD IRON 
MOTOR PULLEYS 
FROM 1% TO 12 
INCH DIAMETER 


Shipped Within 24 
Hours After Receipt 
of Order 


Phone Main 754 
and 755 


126-128 South 
Clinton Street 




















The Best and Most Powerful 
Car-Mover Made 


In strength, power and push the ATLAS Car-Mover 
is without an equal. The unique design and con- 
struction of the spurs make slipping impossible. 


One man with the ATLAS can easily move a loaded 
car, while 12 men without it can hardly budge an 
empty car. 





Let us tell you all about its many fea- 
tures, Write for literature and prices A 






Appleton 
Car-Mover Co. 


Appleton, Wis. 











ELEVATOR 
BUCKETS 


Enjoying dominance in their field for 
nearly half a century, Salem Buckets 
are known universally for their util- 
ity and dependable service. 





and bottom ar Price-list on re quest 
rounded Mz ade or 
yne piece of mat * ° 
a ie te on Mullins Body Corporation 
ne ee Stamping Dept. “A” ; 
as a shovel : 102 Mill Street Salem, Ohio 


Successors to The W. J. Clark Co 














PORTER’S BOLT CLIPPERS 


«<Easy’’, “(New Easy’”’, “‘Allen Randall’’ 











30 YEARS EXPERIENCE SEMERUTS THe BUYES 
TTR EE eS 


THE GOODS FOR WHICH THERE IS A DEMAND 


H. K. PORTER, Everett, Mass. 

















He stood in the yard of one of the plants of a 
large brake shoe company watching them unload 
a car of scrap from an eastern railroad. He 
picked out 43 good twist drills, gave the Super- 
intendent a quarter and took them away. True, 





43 Good Twist Drills for 25c 


Yes, a man actually bought them 


the tangs were twisted off and on some the shank 
was broken so that there was only three-quarters 
of an inch of shank left, but it was only neces- 
sary to grind a flat on them (time, two minutes 
per drill), and put them in 


The ‘‘Use-Em-Up” Drill Socket 


to make them as good as ever. The discounts also make a good story. Write for them. 


Lovejoy Tool Works—-American Specialty Co. 
328 West Ohio St., Chicago 
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Manufacturers OCEAN BRAND MANILA With Green Thread — 
















































































AS : - a 
aT MANILA ROPE ED 
Write us today asking about our special proposition on Rope 
for supply houses. 
= E.T.RUGG & CO. den. w.s. | NEWARK, OHIO car 
HAW I-ta) Manufacturers OCEAN BRAND MANILA With Green Thread ‘OPE 


*Saginaw Mfg. Co. 
*T, B. Wood's Sons Co. 


PULLEYS, STEEL 
*American Pulley Company 
*Dodge Sales & Engineering Co. 


PULLEYS, STEEL RIM 
*Medart Patent Pulley Co. 
PULLEYS, STEP AND TAPER CONE 
*Dodge Saies & Engineering Co 
ew. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*The Ohio Valley Pulley Works, Inc. 
*George W. Pyott Co. 
*Reeves Pulley Co. 
*Saginaw Mfg. Co. 
*T. B. Wood's Sons Co 
PULLEYs, WOOD SPLIT 

*Dodge Sales & Engineering Co. 
*Medart Patent Pulley Co. 
*The Ohio Valley Pulley Works, Inc. 
*Reeves Pulley Co 
*Saginaw Mfg. Co. 

PUMPs, GAS AND VACUUM 
Leiman Bros 

PUMPS, HAND AND POWER 
F. E. Myers & Bro 

PUMPS, JET 

*American Injector Co 
*Sherwood Manufacturing Company 


*The Lunkenheimer Co. 
*Sherwood Manufacturing Company. 
PUMPs, TANK 
F. E. Myers & Bro. 
PUNCHES AND DIES 
*Royersford Foundry & Machine Co. 
PUNCHES, SCREW 
*Lovejoy Tool Works 
PUNCHES, SHEET METAL 
Peck, Stow & Wilcox Co. 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works, 
RASPS 
*Delta File Works. 
*Nicholson File Company. 
RATCHETS 
*Armstrong Bros. Tool Co. 
REAMERS 
*Detroit Tw st Drill Co. 
*Whitman & Barnes Mfg. Co, 
REGULATORS, PRESSURE 
*The Ohio Brass Co. 
ROPE DRIVES 
*Dodge Sales & Engineering Co. 
H. W. Caldwell & Son Co. 
*The Hill Clutch Co. 
*Medart Patent Pulley Co. 
*T. B. Woods’ Sons Co. 





: a ROPE, MANILA AND SISAL 
PUMPs, MINE E. T. Rugg & Company 
F. E. Myers & Bro. 
PUMPS, OIL 
*Detroit Lubricator Co. 
Leiman Bros . 


RUBBER GOODs, MECHANICAL 
Empire Tire & Rubber Corp. 
The B. F. Goodrich Rubber Co. 














*Jenkins Bros. 
*New York Belting & Packing Co. 
SAFETY DEVICES 
*The Crescent Machine Co. 
*Dodge Sales & Engineering Co. 
SAWS, BAND 
*The Crescent Machine Co. 
SAWS, SWING, CUT-OFF 
*The Crescent Machine Co. 
SCREW DRIVERS 
The Peck, Stow & Wilcox Co. 
SCREW MACHINES, AUTOMATIC 
*The National Acme Company. 
SCREW MACHINE PRODUCTS 
*The National Acme Company. 
*Standard Pressed Steel Co. 
SCREWS, CAP AND SET 
*Ferry Cap and Set Screw Co. 
SCREWS, SAFETY SET 
*Ferry Cap and Set Screw Co. 
*The National Acme Company. 
*Standard Pressed Steel Co. 
Strong, Carlisle & Hammond Co, 


SEPARATORS, OIL AND STEAM 
*The D. T. Williams Valve Co, 


SHAFTING 
*Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
*Dodge Sales & Engineering Co. 
*The Hill Clutch Co. 
The Carlyle Johnson Machine Co. 
*w. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 




















HOWE STRAIGHT-LINE 
MALLEABLE DETACHABLE CHA 





Cast in Highest Quality Charcoal Malle- 
able Iron, correct in pitch and design, and 
interchangeable link for link and chain for 
chain with all standard types. 

\ll standard sizes with attachments in 
general use are available from our stock. 


IV’rite for Catalog 121 


HOWE CHAIN COMPANY 
Muskegon, Michigan 
New York Office: 30 Church Street N 























Most Plumbers and Fitters Know Them as the 


‘‘Dependable”’ 
Brass Goods 


and 


Malleable 
Fittings 


Not only through constant ad- 
vertising in trade papers but by 
29 years of actual experience 
with them. They are recognized 
by these trade marks. 





Matleable Brass 
Fittings Goods 


Sold Through Jobbers 


DETROIT BRASS & MALLEABLE WORKS 
Formerly Detroit Valve & Fittings and Detroit Brass Works 
Holden and Greenwood Ave., Detroit, Mich. 


. Y. Office (Metropolitan District Only) 66 Cliff St. 
H. ROMEYN SMITH, Eastern Sales Manager 














R4 When writing 


Advertisers please mention Mtiu Suprites. 
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Banking Value of Mental Capital 


Influence of Business Reading 


URRENT authorities on business and economics emphasize strongly the import- 


ance of Management in the successful conduct of business. 


The banker who 


lends money to an individual or a company, generally is willing to forego some- 
thing of security in fixed capital if he can count upon : 


management. 


List of Members 


Each has subscribed to and is main 
taining the highest standards of 
practice in its editorial and adver- 
tising service. 


Advertising and Selling 

American Architect & Agricultural 
Review 

American Blacksmith 

American Exporter 

American Funeral Director 

American Hatter 

American Machinist 

American Paint Journal 

American Paint and Oil Dealer 

American Printer 

American School Board Journal 

Architectural Record 

Automobile Dealer and Repairer 

Automobile Journal 

Automotive Industries 

Bakers Weekly 

Boiler Maker 

Boot and Shoe Recorder 

Brick and Clay Record 

Buildings and Building Manage- 
ment 

Building Supply News 

Bulletin of Pharmacy 

Canadian Grocer 

Canadian Machinery & Mfg. News 

Canadian Railway & Marine World 

Candy and Ice Cream 

Chemical & Metallurgical Engi- 
neering 

Clothier and Furnisher 

Coal Age 

Coal Trade Journal 

Concrete 

Cotton 

Daily Meta! Trade 

Distribution and Warehousing 

Domestic Engineering 

Dry Goods Economist 

Drygoodsman 

Dry Goods Reporter 

Electric Railway Journal 

Electrical Merchandising 

Electrical Record 

Electrical World 

Embalmers’ Monthly ; 

Engineering and Contracting 

Engineering and Mining Journal 

Engineering News-Record 

Factory 

Farm Implement News 

Farm Machinery—Farm Power 

Fire and Water Engineering 

Foundry (The) 

Furniture Journal 

Furniture Manufacturer ard Arti an 

Furniture Merchants’ Trade Journal 

Gas Age Record 

Good Furniture Magazine 

Grand Rapids Furniture Record 


Mental capital—the ability 
and disposition to discharge 
an obligation—frequently is 
the best kind of collateral. 


As a reader of this publication. it 
should be a source of satisfaction to 
know that good Business Papers are 
admitted to be the most effective 
single instruments in their respee- 
tive fields. for the development of 


mental capital. 


Successful managers are invaria- 
bly close readers of their Business 
Papers. The editorial pages are 
richly laden with essential informa- 
tion, ideas and inspiration. while the 
advertising pages fulfill the function 
of a great market place of the 
industry. 


The selection of a friend is no more im- 
portant than the selection of your busi- 
ness reading with its wonderful influ- 
ence for good or bad. Ask our advice 
if you are uncertain as to the best paper 


for YOU, 


t high degree of skillful 


~ 


Haberdasher 

Hardware Age 

Hardware & Metal 

Heating and Ventilating Magazine 

Hide and Leather 

Hospital Management 

Hotel Monthly 

Hotel Review 

Illustrated Milliner 

Implement and Tractor Age 

Implement & Tractor Trade Journal 

Industrial Arts Magazine 

Inland Printer 

Iron Age 

Iron Trade Review 

Lumber 

Lumber Trade Journal 

Lumber World Review 

Manufacturers’ Record 

Manufacturing Jeweler 

Marine Engineering 

Marine Review 

Millinery Trade Review 

MILL SUPPLIES 

Mining and Scientific Press 

Modern Hospital 

Motor Age 

Motorcycle and Bicycle Illustrated 

Motor Truck 

Motor World 

National Builder 

National Cleaner & Dyer 

National Petroleum News 

Nautical Gazeite 

Northwest Commercial Bulletin 

Northwestern Druggist 

Nugent's, The Garment Weekly 

Oil News 

Oil Trade Journal 

Power 

Power Boating 

Power Farming Dealer 

Power Plant Engineering 

Price Current—Grain Reporter 

Printers’ Ink 

Railway Age 

Railway Electrical Engineer 

Railway Maintenance Engineer 

Railway Mechanical Engineer 

Railway Signal Engineer 

Retail Lumberman 

Rock Products 

Rubber Age 

Sanitary & Heating Engineering 

Shoe Findings 

Shoe and Leather Reporter 

Shoe Retailer 

Southern Retailer 

Southern Engineer 

Southern Hardware & Implement 
Journal 

Sporting Goods Dealer 

Starchroom Laundry Journal 

Tea and Coffee Trade Journal 

Textile Wor'd 

Welding Engineer 

Woodworker 





THE ASSOCIATED BUSINESS PAPERS, Ine. 


JESSE H. NEAL, Executive Secretary 


HEADQUARTERS: 220 WEST 42nd STREET NEW YORK CITY 
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AIR AND GAS RECEIVERS 
HYDRO-PNEUMATIC TANKS 


EXPANSION TANKS 
STEEL SHIPPING BARRELS 





HOT WATER STORAGE TANKS 
GASOLINE STORAGE SYSTEMS 








-SCAIFE & 5 
w.® ONS C 


0, 

PITTSBURGH, PA. ; 

38 S.DEARBORN ST. CHICAGO 
26 CORTLANDT ST. NEW: YORK 
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GALVANIZED AND PAINTED 


STEEL TANKS 


RIVETED, WELDED OR BRAZED 
SEND FOR NEW CATALOGUE 








*Royersferd Foundry & Machine Co. 


Somers, Fitler & Todd Co. 
*Valley Iron Works. 
ey 2 


B. Wood's Sons Co 


SHAFTING, TUBULAR (MATERIAL FOR) 


National Tube Company. 


SHEARS, SQUARING 

Peck, Stow & Wilcox Co. 

SHEAVES, 
*The Hill Clutch Co 
ew. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co 
*George W. Pyott Co 
*T,. B. Wood's Sons Co 
SLEEVES AND SOCKETS, DRILL 
joy Tool Works 

SNIPS AND SHEARS 
The Peck, Stow & Wilcox Co 
SOLDER, BAR AND WIRE 


Chicago Solder Company 


SOLDERING COPPERS, FLUX, PASTE 
SALTS 


*Love 


“Pexto” 


Chicago Solder Company. 


SPROCKETS 
H. W. Caldwell & Sons Co. 
*wWw. A. Jones Foundry & Machine Co. 
*Medart Patent Pulley Co. 
*George W. Pyott Co. 
SQUARES, STEEL 
The Peek, Stow & Wilcox Co. 


STEAM SPECIALTIES 
*American Injector Co. 
Crane Co B 
*Detroit Lubricator Co. 
Detroit Brass & Malleable Works. 


MANILA AND WIRE ROPE 


AND 


*The Lunkenheimer Co. 
*Sherwood Manufactvring Co 
*Sterling & Skinner Mfg. Co. 
Strong, Carlyle & Hammond Co. 
*The MeRae & Roberts Co. 
*The Wm. Powell Co. 
*The D. T. Williams Valve Co. 
STEEL STAMPS AND MARKING DIES 
*The Hoggson & Pettis Mfg. Co. 
Pittsburgh Stamp Co., Ine. 
STENCILS, SHIPPING 
Pittsburgh Stamp Co., Ine. 
STOCKS AND DIES 
*The Borden Company. 
Crane Co. 
The Oster Mfg. Co 
*The Curtis & Curtis Co. 
*Teledo Pipe Threading Machine Co. 


STRAINERS 
*American Injector Co. 
STRAPS, 
*Alexander Brothers. 
*Chicago Belting Co. 
*Chicago Rawhide Mfg. Co. 
STUDS, MILLED 


*Ferry Cap and Set 


LEATHER 


I Screw Co. 

TANKS, FOR AIR, GAS AND LIQUIDS 
Wm. B. Scaife & Sons Co. 

TANKS, SEAMLESS STEEL 
National Tube Company. 
TAPS, COLLAPSING 

*The National Acme Co 

TILING, RUBBER, UNTERLOCKING 
*New York Belting & Packing Co. 


TIRES, AUTOMOBILE 
*Empire Tire & Rubber Corp. 
TOOLS, BORING 
*Armstrong Bros. Tool Co. 


TOOLS, CARPENTERS’, MACHINISTS’ AND 
WHEELWRIGHTS’ 
*Nicholson File Company. 


The Peck, 
The 


Stow & Wilcox Co. 

Warren Tool & Forge Co, 
TOOLS, ELECTRICAL 

Engineerng & Sales Co, 

S. Electrical Tool Co, 

1 Slectrice Tool Co 


TOOLS, LATHE AND PLANER 
*Armstrong Bros. Tool Co. 
TOOLS, PLUMBERS’ AND 


Borden Company. 
Crane Co. 


STEAMFITTERN’ 


& Curtis Co. 
The Oster Mfg. Co. 
The Peck, Stow & Wilcox Co. 


*Toledo Pipe Threading Machine Co. 
TORCHES 
Eagle Manufacturing Co. 


TRADE CATALOG PUBLISHERS 
*R. R. Donnelley & Sons Co. 
*Wynkoop Hallenbeck Crawford Co. 


TRANSMISSION, VARIABLE SPERD 
*The Moore & White Co. 
*Reeves Pulley Co. 
TRAPS, STEAM 
Strong, Carlisle & Hammond Co. 


*D. T. Williams Valve Co. 
TROLLEYS, OVERHEAD 
*Lovejoy Tool Works 
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You are interested in 
“Pittsburgh” Letters and Figures 
from a sales angle 


If you can develop a pleasant and profitable business in 
“Pittsburgh” Stamps, another source of complaint and 
dissatisfaction will have been removed. 


What you want is an article that will bring the cus- 
tomer back—not with a complaint but with an order for 
__ The usuai quality of “Pittsburgh” Stamps assures 
a rapid turnover—and a handsome profit. 

Here is the assistance we will give to you in developing 
sales for “Pittsburgh” Letters and Figures: 

1—Typewritten 
the superior 
Made Stamps. 

2—Co-operation of our Advertising Department in furnish- 
ing cuts and writing copy for your next catalog. 

3—Polished sample stamp furnished for each of your sales- 
men to assist his talk. 

4—By appointment, our sales manager, Mr. Frank Weber, 
will coach your salesmen on the finer points of selling 
“Pittsburgh” 

Let us prove to your entire satisfaction that a quality 
product is cheapest—both to buyer and seller. 


more. 


EST. 1913 


Pittsburgh Stamp Company, Inc. 
Canal Street, Pittsburgh 


Say it now on a postcard—“Send me details of your sales plan” 
a FE ) 


sales 
selling points of 


Stamps. 


talks, for your salesmen, 


outlining 
“Pittsburgh” 


Machine 


























When 


writing 


Advertisers please mention 


Mitt Suppties. 
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The enduring quality of 


Crescent 
Wood Working 
Machinery 


will eventually command the interested 
attention of all users of wood working 
machinery. Send for catalogue and price 
list so you will be prepared to quote when 
you receive inquiries. 


THE CRESCENT MACHINE CoO. 
96 Columbia St. 
LEETONIA, OHIO 


a a a a ee a a a aint at et nt nt ate et et et nt 2 888 8 8 
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Satisfied Customers 


mean 


Profitable Business 








Quarter 


Homestead %" Valves 


are rendering efficient service in countless Mills and Factor- 
ies throughout this country on water, air and’steam lines; on 
operating machines, and in other places where the service 
issevere. @The next time your customers are in need of a de- 
pendable valve on a troublesome line, be sure to recommend 


Homestead Quarter-Turn Valves 


Made in the Straight-Way, Three-Way, Four-Way and Angle 
patterns, of Brass, Semi-Steel, Monel Metal and special 
compositions, in all sizes up to 6" and in all pressures to 5,000 
Ibs. to the square inch. 


HOMESTEAD VALVE MFG. COMPANY 


HOMESTEAD PA. 














Plants using 
glue save 


money, time, 
glue, and cur- 
rent, and get 
better results 
by installing 
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“INTERNATIONAL” 
Electric Glue Heaters 


fit any lamp socket. Hold glu 
at correct temperature and pre 
vent waste. Provide rapid melting and unt- 
form temperature control. 


( 


Portable 
working 


Write for illustrated folder, “Eco- 
nomical Glue Handling,” giving 
some interesting facts about egluc 
and International Heaters in_ sizes 


from one pint te fifty gallons 


3g > 


INTERNATIONALSELECTRIC COMPANY 


MANUFACTURERS 
ELECTRICAL HEATING APPLIANCES 
INDIANAPOLIS. USA 


“International Electric Heaters are better™ 











SELLS 202uoriys 





Think Now— 


Why Did These Concerns Install 











Millers Milling Company 
Aunt Jemima Mills Company 
French, Shriner & Urner 
United Shoe Machinery Co. 
Gillette Safety Razor Co. 
American Agricultural Chemical Co. 
(25 plants) 
Newberry Cotton Mills 
Babcock & Wilcox Mfg. Co. 
Borden Condensed Milk Co. 
Dodge Brothers f 
American Car & Foundry Co. 


; } — 1, 
And there are thousands of others 


They 


Can be in- 
Save 
at least 10 percent of your 
power—more often 20 per- 
cent. 


present hanger frames. 
Are split throughout. 


Fit your 
stalled overnight. 


Our bok Anti-Friction Power 
Transmission will be mailed 


immediately upon your re- 
quest. 
2 
Manager 


Royersford Foundry & Machine (o., 
43 N. 5th Street 
Philadelphia 
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TUBLNG, STEEL 
Nutional Tube Co 

TUBING, RUBBER 
*New York Belting & Packing Co. 

UNIONS, BRASS AND IRON COMBINED 

Crane Co 
Illinois Malleable Iron Co 

VALVE LEATHERS 


elting Co 
awhide Mfg. Co. 


Chicago B 
Chicago R 
VALVE STEM PACKING 
*Greene, Tweed & Co. 
VALVES, AIR 


Detroit Brass & Malleable Works 
*Homestead Valve Mfg. C« 


*The Lunkenheimer Co 
The Penn Engineering Co 
*Sterling & Skinner Mfg. Co 
VALVES, BALANCED, FLOAT 
*Mason Regulator Co 


VALVES, BLOW OFF 
Crane Co 
*Homestead Valve Mfg. Co 


*Jenkins Bros 


*The Lunkenheimer Ce 
*T? Wn Powell Co 
‘The D. T. Williams Valve C 


VALVES, CHECK 





ms Valve Co 


VALVES, HIGH PRESSURE 








ks , GAauemr wed 
AI WOLL SS UIPIPIL DES 


*Jenkins Bros. 

*The Lunkenheimer Co. 

*The Ohio Brass Co. 

*The Wm. Powell Co. 

*The D. T. Williams Valve Co. 


VALVES, HYDRAULIC 


Crane Co. 
*Homestead Valve Mfg. Co. 
*Jenkins Bros. 
*The Wm. Powell Co. 
*The D. T. Williams Valve Co. 
VALVES, POP SAFETY AND RELIEF 
Crane Co. 
*Detroit Lubricator Co. 


*The Lunkenheimer Co. 
*The Wm. Powell Co. 


VALVES, PRESSURE REGULATING AND 
REDUCING 
Crane Co. 
*Mason Regulator Co. 


VALVES, PUMP OR RUBBER 
Crane Co. 
*Empire Tire & Rubber Corp. 
*The B. F. Goodrich Rubber Co. 
*Jenkins Bros. 
New York Belting & Packing Co. 


VALVES, RADIATOR 


Detroit Brass & Malleable Works. 
*Detroit Lubricator Co. 

*jJenkins Bros. 

*The Lunkenheimer Co, 

*The Ohio Brass Co. 

*The Wm. Poweil Co. 

*The D. T. Williams Valve Co. 


VALVES, THROTTLE 


*Detroit Lubricator Co. 
*Jenkins Bros. 

*The Lunkenheimer Co. 

*The D. T. Williams Valve Co. 


VISES, BENCH 


*The Chas. Parker Co. 


VISES, PIPE 
Crane Co 


*The Chas. Parker Co. 


*Curtis & Curtis Co. 

*Toledo Pipe Threading Machine Co. 
WASHERS, LEATHER 

*Alexander Brothers 

*Chicago Belting Co. 

*Chicago Rawhide Mfg. Co. 
WASHERS, RUBBER 

New York Belting & Packing Co. 


WASTE, COTTON AND WOOL 
*The J. Milton Hagy Waste Works. 


WATER CLOSETS, FROST PROOP 
Jos. A. Vogel Co. 


WHEELS, GRINDING 
*New York Belting & Packing Co. 


WINCHES 
*The Yale & Towne Mfg. Co. 


WIPING CLOTHS, MACHINERY 
*The J. Milton Hagy Waste Works. 


WIRE SOLDER 
Chicago Solder Co. 


WRENCH SETS 
*Armstrong Bros. Tool Co. 


WRENCHES, ADJUSTABLE 
The Peck, Stow & Wilcox Co. 


WRENCHES, ENGINEERS’ & MACHINISTS’ 
*Armstrong Bros. Tool Co. 
“Pexto’—The Peck, Stow & Wilcox Co. 
WRENCHES, PIPE 
The Peck, Stow & Wilcox Co. 
WRENCHES, SOCKET 


*Armstrong Bros. Tool Co. 


YARN, LATH 
E. T. Rugg & Company 








EDGEMONT 
FRICTION 
CLUTCH 


Co-operation for 


advise on the proper clutch installation 


them for advice. 


supplied, fully able to handle the drive. 


and their customers. 










“‘Edgemont”’ Dealers se 


Our engineering department is at your service at all times to 
Our dealers find this 
most helpful, as many unusual clutch problems are submitted to 


The successful operation of Edgemont clutches is assured 
when the proper size and type of clutch is selected. By advising 
yur engineering department of conditions, the proper clutch is 
This technical service 


breeds good will and confidence between “‘Edgemont” dealers 


EDGEMONT MACHINE CO., INC. 
DAYTON, OHIO 


Correct 
materials. 
handled 


Time and 


All from 





LISBON . 
USA 








What more could you 

ask for? 

design — flawless 
Overloads 
quickly and safely. 

effort saved in 

hoisting. And 

needed to operate. 

the Wright Hoist. 

Can you use one? 











easily 


only one man 
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Send for 
complete 
catalogue 





THE U. S. ELECTRICAL TOOL CO. Cincinnati, Ohio 


Boston, New York, Philadelphia, Pittsburgh, Detroit, Chicago, St. Louis, Cleveland, Milwaukee, Houston 

















‘“*‘WODACK’’ 
Portable Electric Drills and Grinders 


are an absolute necessity in every repair shop and 
factory. No shop or factory 
can afford to be without the 
constant use of one or more. 


$ and 35a. 
DEALERS— Write 
for Agency propo- 
sition. 


Manufactured by 
Electric Tool Corp. 
ar P. We ck, President 


37 So. elena St. 

















Chicago, Ill. 


PARKER VISES 


PIONEERS 1842 LEADERS EVER SINCE 
PARKER SUPERIOR SAYS: 
7 Reasons Why—FIFTH—SADDLE and SCREW 


Takes up lost mo- 
tion. Allows) main 
screw to be easily 
removed for lubrica- 
tion, and gives op- 
portunity to 
strengthen main un- 
der-portion on slide 


(a-b). 
The Charles Parker Co. 
‘Master Vise Makers” 


Meriden, Conn. 


Parker Superior 
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\ chuck that stands by 
you through time and 
abuse is the 
SWEETLAND 
Remarkably Accurate 


scnd you the 





Sweetland Catalog 


THE HOGGSON & PETTIS MFG. CO. 
NEW HAVEN, CONN. 


(PLAKE) TAMORPHOR s) 
GRAPHITE 
Lubricating Graphite Boiler Graphite 
Pipe Joint Compound Graphite Grease 
SUPERIOR FLAKE GRAPHITE CO. 
76 West Monroe St.. Chieago, Hl. 






SUPERFLAKE) 


GRAPHITE 











McCAULEY BELTING COMPANY 


LEATHER BELTING 


412-420 ORLEANS STREET, CHICAGO, ILL. 





























TheWhitman & Barnes Mfg.Co. 
TWIST DRILLS & REAMERS 


AKRON, OHIO, U.S.A. NEW YORK LONDON 








ALLIGATOR 


TRADE MARK REG.U.S. PAT. OFFICE 


STEEL BELT LACING 


EST for high or low 


The ot 
Strongest manip maken peviet Sun 
Belt Lacing 
On Earth 


















WRITE NOW for valuable 
hand book ‘Short Cuts to 
Power Transmission.”’ 
FLEXIBLE STEEL 

LACING CO. 
4633 Lexington .- 
Chicago, Ill., U.S.A 


135 Finsbury Devenest 
London, E. C., England 
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Bond Foundry & Machine Co 52 
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KILL QUPPLUES 









sy 
S.A. 


(TRADE MARK) 


One Full of Files, the 
Other of Filing Knowledge 


Six hundred illustrations of files—a file for every purpose—in the 
NICHOLSON FILE CATALOG. And its reading pages give an 
interesting history of the NICHOLSON FILE COMPANY since 
its founding in 1864 by Mr. William T. Nicholson inventor of 
INCREMENT cut files and of many essential file making machines. 


FILE FILOSOPHY condenses the valuable gleanings of file knowledge 
gathered through an experience of over half a century of file making 
and file using—all disclosed in an hour’s reading. 





Both are to be had for the asking. 
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KNOW PITTSBURGH'S HOUSE OF SERVICE 
TELEPHONE FACILITIES 


DOUBLE .SWITCHBOARD—TWO OPERATORS 
rent WO RELIEF OPERATORS 

13 TRUNK LINE COU 4860-4870, 4815-4816 

30 INSIDE LINES CONNECTING ALL DEPTS. 


TWO P & A TELEPHONES 


H SALES DEPARTMENT PURCHASING DEPARTMENT 
; Main 445 Main 2575 
To place “ ge by phone call Court 4860—Line 101. To have an 


7. & T. Supply Specialist call—get line 204. 


Somers, Fitler & Todd Co.., 


327 Water St. Pittsburgh, Pa. 
Yo. 20—Private Telephone Exchange MPeNGeuliviasad rvate SUPPLIES 





From now on 
pennies will interest them 


THE DAY when careless factory manage- 

ment could get by at a profit is gone. The 
superintendents who will make good are the 
men who grab every opportunity to cut down 
operating costs. 


For set-screw sales push Mac-its. 


In Mac-its you have an article which—in re- 
turn for a very slight extra first cost—promises 
the buyer savings (in labor-time, freedom from 
break-downs and repairs) so great that he will 
be short-sighted to neglect them. The Mac-it 
sales argument today is more forceful than 


Make it | ever before. 


a Mac-it because And it’s all tied up in the one statement to 
your prospect, ‘‘We dare you to twist the 


—heads don’t twist off, 4999 
leaving a tough, tedious head off a Mac-it! 


job for a machinist. Sample demonstration Screw 
—machinery is never tied and Test-Block on request. 
up by set-screw failures. ‘ 
sanitised ie ail The Strong, Carlisle & Hammond Co. 
roughly and not make CLEVELAND, OHIO 
trouble. Branches: 
—Mac-its protect manu- ea =~ "Flite 
facturers by protecting 
their customers. 


Set, Cap Square-head, 
and Headless, 
Safety Hollow, 
Set Screws Tool - post 





